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uiet...but the Tele phone 


brought $22,200 in New () «ders 


A TRacToR company’s sales had fallen off to a marked 
degree. A telephone sales program io distant customers 
was decided upon. One result was $18,400 worth of 
business. Another, a $3800 order after the purchaser 
had refused a personal interview. 

An Eastern lumber company regularly “‘visits’’ 
lumber yards in five states by telephone. In one month 
550 carloads of lumber totaling nearly $500,000 were 
sold by this modern method. Toll bills averaged less 
than one-half of one per cent. 

Business firms, large and small, are using out- 
of-town telephone service more than ever to in- 


crease sales . . . reduce distribution costs .. . 


KR 






meet competition. New markets are developed at httle 
expense. Customers and prospects are economically con- 
tacted between salesmen’s visits. 

Develop your business by telephone. Best results are 
obtained by having a definite plan for executives and 
salesmen to follow. Your local Bell Telephone Business 
Office will gladly submit a plan to meet your needs. 

Inter-city calls are cheap, definite, resultful. Typical 
station-to-station day rates: Pittsburgh to Indianapolis, 
$1.50. Boston to Atlanta, $3.50. New York to Balti- 
more, goc. Philadelphia to Seattle, $8.50. Bell 
N Telephone service is Quick . 


Universal. 


. Convenient... 
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CONOMISTS predict this Christmas will be, overwhelmingly, a sea- 
son of useful gift giving.—Yet in the minds of everyone lurks a desire 
to give SOMETHING DIFFERENT as well. 

Vacuum cleaners are extremely useful. The new Clements is 
unique and vastly different as well! 

Added to its ability to beat, sweep and air wash rugs the new 
CLEMENTS sanitizes, deodorizes, repels moths and conveniently 
auto cleans—better than any other cleaner! It is BUILT for these 
uses, not adapted. CLEMENTS has not been forced to resort to the 
small, inefficient “hand' type device to perform these important 
tasks; the same CLEMENTS unit which furnishes the power to air 
wash rugs does the sanitizing and auto cleaning! 

—With CLEMENTS, all these features for only $47.50! No other 
equipment comparable for less than $75.00. Now do you see why 
CLEMENTS sales are being made over-the-counter when canvassers 
can't get to first base? Add a good, fat profit on every single saie 
and you'll see why dealers are grabbing the CLEMENTS line. We 
can show you a plan which will not only get you the lion's share of 
the Christmas business but will also bring people into your store! 
Write and find out all about it! 


CLEMENTS MFG. CO. 


424 FULTON STREET, CHICAGO 


COMPETITION 
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OUR PRODUCTS 


MECHANICS’ HAND TOOLS 


BENCH SCREWS 
BRACES 

BUSH HOOKS 
CHISELS 

COLD CHISELS 
DIVIDERS 

DRAW KNIVES 
EXPANSIVE BITS 
GOUGES 

GRASS SHEARS 
HAMMERS 

HAND GROOVERS 
HOLLOW PUNCHES 
NIPPERS 

PINCERS 

PLIERS 

PLUMB BOBS 
PRUNING SHEARS 
RIVET SETS 
SCRATCH AWLS 
SCREW DRIVERS 
SCALE BEAMS 
SADDLERS’ PUNCHES 
SLATERS’ TOOLS 
SNIPS 

SOLDERING COPPERS 
SOLID PUNCHES 
SPECIAL MADE-TO-ORDER TOOLS 
SQUARES 
WRENCHES 





AUTO BODY AND FENDER 
REPAIR TOOLS 


BODY WORKERS’ SPOONS 
BRAKE BAND LINING CUTTERS 
BUMPING HAMMERS 

COPPER HAMMERS 

DING HAMMERS 

DOLLY BLOCKS 

FENDER SPOONS 








FENDER FLANGE TOOLS 
FENDER SCRAPERS 
FENDER PLIERS 

FILE HOLDERS 

FINISHING HAMMERS 
UPHOLSTERERS’ HAMMERS 


BUILDERS’ AND GENERAL 
HARDWARE 


COAT AND HAT HOOKS 
CUPBOARD CATCHES 
DOOR BOLTS 

DOOR KNOBS 

DOOR PULLS 

FRENCH DOOR SETS 
GLASS KNOB SETS 
LATCH SETS 

LOCKS 

LOCK SETS 

LOCK TRIM 
MISCELLANEOUS HARDWARE 
PULLEYS 

SASH FASTENERS 

SASH LIFTS 

TRANSOM CATCHES 


SHEET METAL WORKING 
MACHINERY 


BEADING MACHINES 
CIRCLE SHEARS 
CRIMPING MACHINES 
DOUBLE SEAMING MACHINES 
FOLDING MACHINES 
FORMING MACHINES 
GROOVING MACHINES 
PRESSES 

ROTARY MACHINES 
SLITTING SHEARS 
SPECIAL MACHINES 
SQUARING SHEARS 
STEEL DRUM EQUIPMENT 

















GOOD SINCE 1819 





—Golden Rule Policy— 


THE PECK, STOW & WILCOX CO. 


SOUTHINGTON, CONNECTICUT 
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WaLco 


xew PxpeWrench 


MADE Y WALWORTH (PATENTED) 























The Waico Pipe Wrench is an entirely 
mew tool of unusual strength, simplicity 
and positive action. It has only four 
parts: Bar, Jaw, Nut and Spring. 


~ SPRING 


BAR 


WALWORTH 


Walworth Company, General Sales Offices: 60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa. and Attalla, Ala. 
Walworth Company Limited, 660 St. Catherine Street West, Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative 

. « » Distributors in Principal Cities of the World... 


All parts accurately heat treated for 
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greatest possible endurance and strength 





A HUSKY WRENCH FOR HUSKY MEN 


JAW—Drop-forged high grade tool steel; scientifically designed 
to provide maximum strength by proper distribution of metal. 


JAW HOUSING—One piece with bar, drop-forged from high grade 
tool steel; protects nut against damage and loss of adjustment. 


JAW THREADS—Notice the rounded crests of the threads, de- 
signed to resist damage in use and to avoidjamming inside the nut. 


NUT—The new design of the nut provides a raised surface on each 
side of the knurl to protect it from battering. 


BAR—Drop-forged from high grade tool steel, with metal dis- 
tributed to provide maximum strength, comfortable handgrip. 


TEETH—New design to insure quick, certain grip. Scientific heat 
treatment imparts correct combination of hardness and strength. 


SPRING—Entirely new alloy steel spring provides double action 
on jaw. Easily replaced without tools. 








gir 2s 


ne 
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a brand they know 


Home owners, carpenters and screen manufacturers 
have known the brands of the American Wire 
Fabrics Corporation for years. They know that 
each of these trade marks stahd for a quality prod- 
uct that ALWAYS gives satisfaction. When a cus- 
tomer sees Gold Strand in your store, sales resist- 
ance is at once broken. Old friends meet.... 
standard, high quality merchandise is recognized. 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of 


WickwirRE SPENCER STEEL COMPANY 
Ask your jobber salesman 
General Office: 41 East 42nd St., New York City { for @ supply of these busi- | 





Mid-Western Sales Office: 208 So. La Salle St., Chicago, Ill. a oS cls cies = 
Western Sales Office: 144 Townsend St., San Francisco, Cal. to you FREE. 
Worcester Los Angeles Tulsa Seattle Buffalo Cleveland 








GOLD STRAND SCREEN WIRE CLOTH W 


Black Painted American Galvanized American Gold Strand Hard 
American Gold Strand American Gold Strand Copper 
Galvanoid Bronze * * In light and dark finish 
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Looking for selling points? 










<— Then Look Here— 


Replaceable insert jaws that re- 
new the sharp bite of this wrench- 
again and again. 


<— and Here 


No fragile spring exposed to. 
breakage. 


<— and Here 


A handle drop forged, not cast, of 
heat treated special analysis steel. 


All Steel TRIMO 


TRIMO 
PipeWrench 


Made by 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 











Shs. 
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The annual wave of “Christmasitis” is upon us— 
advertisements are recommending gifts for your 
wife—clever little things like % doz. assorted 
scrubbing brushes (very tough) or a hand-painted 
6-lb. shovel, etc., etc. 


But before we go any farther let us say we are 
NOT recommending that you give her a PHARIS 
Tire—we ARE recommending that you take on 
PHARIS tires. You can feel so sure of your success 
with them that you can even promise the ‘little 
woman’ a fur coat or a diamond necklace out 
of the profits. 


PHARIS has no costly warehouses, large sales 
force, or factory-owned stores. That’s why 
Pharis First-Line Tires let you out-compete 
competition of any kind with low price. 





THE PHARIS TIRE & RUBBER COMPANY 
Newark, Ohio, U. S. A. 


PHARIS 


Wishing you a Very Merry Christmas, we are 








aA 
HERES 
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CONSTANT PROFIT EARNERS 
THAT SELL THEMSELVES 





Most hardware men know that it's 
the steady, long-season selling 
items that really bolster up profits 
when the year's check-up is made. 


» » That's why it pays to display 
Bassick Casters and No Mar Rests 
in your store. Once you put them 
out where customers can see them " 
they sell themselves and sell 
steadily. All you have to do is 
keep your line complete. 








» » People like to discover’ the 
things they intend to buy. When 
they see your display of Bassick 
Floor protectors they will be re- 
minded of their needs. A tray like 
the one pictured will do the work. 
Just give it good position in your 
store andshow our 7 Standard Items. 


Feature Today 
BASSICK CASTERS 
No Mak RESTS 


For Floor Protection 








» » Try it, and see for yourself. 
Your jobber can fill your order. 
We'll be glad to send you com- 
plete information about the line. 
Mail the coupon today. 


THE BASSICK COMPANY 
BRIDGEPORT CONNECTICUT 


Bassick 


For 34 years the buy-word for fine 
casters and furniture rests 


Send me intormation about COMPLETE BASSICK SERVICE to address in margin below 











eae 





Sopa 
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Jc Ansa a CITY is growing and prospering and making a sai 
business year of 1930. + Within two years, Kansas City has 
set a new pace in industries established, in construction and in ex- 
pansion of existing industries. Payrolls have increased many millions 
of dollars. + In increasing volume the 19 million people served more 
economically from Kansas City than from any other metropolis are 
buying from Kansas City wholesalers and manufacturers and not 
from distant markets. + A recent Interstate Commerce Commission 
tuling has abolished the Mississippi River basing line and estab- 
lished new and lower through rates between Kansas City 
and the East. + Census figures of 1930 place Kansas City, 
Missouri, in the 400,000 class, and its thirty-mile area 
almost at the 700,000 mark. * Kansas City pre- 
sents sound opportunity for many industries. 
The facts, as they apply to your own 
line of business, will be sent 
promptly on request. 


JTNDUSTRIAL COMMITTEE OF 





E CHAMBER OF COMMERCE OF 


NEW IN 
KANSAS CITY 


Kansas City is at the cross- 
roads of the pipelines—a new 
oil field activity that is in- 
vesting upwards of 100 mil- 
lion dollars to pipe petroleum 
products from the Southwest 
to eastern markets. Kansas 
City is the gateway of these 
oil fields, just as it is the mer- 
chandise gateway to this mar- 
ket of one-sixth of the nation’s 
population, 21 million people. 











KAN SASpaClT Yc 


INDUSTRIAL COMMITTEE, CHAMBER OF COMMERCE, 
KANSAS CITY, MISSOURI 


Please send me the facts about Kansas City. I am interested in the 


industry. 





Name 
Firm 
Address 
City. : VS 














{I saw your advertisement in Hardware Age} 
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PERFECT The best known 


and known as 
THE BEST 


WHEN YOU 


NEED AM AKE 


BUT WHEN YOU NEED AN AXE 


TO CHOP WOOD 
THEN GET THE BEST 


KELLY AXES 


ARE 


THE BEST 


CAPITALIZE ON KELLY PRESTIGE 
STOCK THE FULL LINE 





The merit of Kelly Axes 


extends through the entire 
line of Kelly Edge Tools 


AXES HAMMERS HATCHETS 
BUSH HOOKS GRASS HOOKS SCYTHES 
BROAD AXES PICKS MATTOCKS GRUBHOES ADZES 





Electrotype (one column size) of the above illustration furnished to dealers upon request 


KELLY AXE & TOOL WORKS 
OF 
THE AMERICAN FORK & HOE CO. 
CHARLESTON, W. VA. 











13 





HARDWARE AGE for DECEMBER II, 1930 

TOPE EEE VEVUTUC SEU SESE TTEEVECTTEETEETEteT’ | 

Santa Claus Won’t 
Disappoint Him 





Good old “Santa” knows his Hardware— 
knows that real good skates always bring a 
“Merry Christmas” to the boy or girl who 


asks for them. . 


“Santa” also knows the good kind—-UNION 
HARDWARE. The big 


UNION 
HARDWARE 
LINE of ICE and ROLLER SKATES 


has been a favorite with “Santa” for many years 
....80 be sure and give these popular skates the 
display they deserve and he'll load up at your 
store and swell your profits. 








Union Hardware Ice Skates are famous for their 
strength, quality and durability. They are made Model of No 
in patterns and sizes for every member of the 





24, 5624%, 5724%. Russet 


Ss. o 
Leather Back and Strap 


family. 

Union Hardware Roller Skates are equally pop- 
ular. Made in Ball Bearing Extension and Plain 
Bearing models. 

If not already supplied—send a RUSH ORDER 
to your Jobber. 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 





Model of Nos. 1624, 1624%, 1724% 





For Boys 
and Girls 





Established 1854 Incorporated 1864 
TORRINGTON, CONN. 
New York Office 151 Chambers St. 


Q@ssieeeeeis ESERARLEERERE LADERA EES & 
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Quality Plus Advertising 
Sells this Fence for You 


First, of course, is quality—value that has been recognized for 
many years as the best possible investment for fence dollars. 
Farmers prefer American Steel and Wire Company Zinc-Insulated 
Fences and steel posts because of their longer life and greater 
economy. 

Second, is the national advertising back of the fence—dealing 
directly with the farmers problems, it points straight to your 
store and makes it fence headquarters in your community. 

So—if you are not handling Zinc Insulated Fencing or our Steel 
Fence Posts—write today for full details. A real profit opportunity \ 

y 


\ 
\\ 
< bl 
awaits you. \ : 
y) ) \ 


\\\\As ez al anil 













Zinc Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Protector Poultry Fence 
Union Lock Poultry Fence 
Banner Poultry Fences 

Poultry Netting , 
Nails, Staples, Barbed Wire Th SS = 
Wire of all kinds 

























AMERICAN STEEL & WIRE COMPANY 


: SUBSIDIARY UNITED STATES STEEL 
208 S. La Salle Street, Chicago picesieeeneeae 30 Church Street, New York 


Other Sales Offices: Atlanta Baltimore Birmingham Boston Buffalo Cincinnati Cleveland Dallas 
Denver Detroit Kansas City Memphis Milwaukee Minneapolis-St. Paul Oklahoma City Philadelphia 
Pittsburgh Salt Lake City St. Louis Wilkes-Barre Worcester 


Pacific Coast Distributors; Columbia Steel Company, Export Distributors: United States Steel Products Co., 
San Francisco Los Angeles Portland Seattle Honolulu 30 Church St., New York City 











Tee ehh. 
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BACKED sy A FAMOUS GUARANTEE 


Every tool in the wide and varied Crescent - Smith & Hemenway line 





carries an unconditional guarantee of “satisfaction or your money 
back”. The fact that Crescent design and workmanship permits so 
broad and generous a guarantee is, in itself, convincing evidence of 
quality and honest value. Crescent Tool Company, Jamestown, N. Y. 
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No. 50B Trolley Hanger 





No.52 Trolley Hanger 




















. 


and you consider the five distinct advan- 
tages in selling National Trolley Hangers, 
it is easy to realize that profits follow in the 
wake of their ready sale. 


National 


Trolley Hangers are made in a variety of sizes. 


1. There is a size to carry the weight—for light or heavy 


doors. 


2. There is a design for every type of door—rigid or 
flexible. 


3. Pressed steel wheels and roller bearings give frictionless 
operation. Protective finishes offer resistance to exposure 
and preserve the trim appearance of the parts. 


4. A special trolley rail—No. 51—provides an even tread 
for the hanger wheels, 


5. This exceptional hardware has won an en- 
viable reputation for dependable performance 
throughout the years it has served the trade. 


If you are not a National dealer it will 
pay you to write at once for particulars. 


No. 54 Trolley Hanger No.53 Trolley Hanger 











National 














makes hardware to serve every building purpose—a 
complete line. The items below are all big sellers: 














SLIDING DOOR RAIL = MORTISE BUTTS. NATIONAL MANUFACTURING 
GARAGE HARDWARE prec yee orem 

SCREEN HARDWARE SASH LOCKS COMPANY 

STRAP AND TEE HINGES SASH LIFTS 








STERLING 

















ILLINOIS 
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No lime-wasling Searches § 
No Costly Errors 
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Ee 3 Regd 
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Buffalo Bolt Labels 


AT LAST! Labels you can see and read. 

New Buffalo Bolt labels, while embodying 

the standard colors, use a new and quickly 

legible design. Correct sizes can be iden- 

tified at once, even at a distance or in 

semi-darkness... orders are quickly filled 
.. costly mistakes avoided. 


Jobbers and Dealers find these labels a 
valuable improvement and worthy of the 
bolt that has built a world-wide reputation 
for accuracy, strength and quality. 


BUFFALO BOLT CO. 
NORTH TONAWANDA, N. Y. 











SERVICE...QUALITY...ACCURACY 








eee 


i 
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The Fastest Selling 
Mail Box intheU.S.A. 


A mail box must be practical, serviceable, durable, and in- 
expensive. But why need it be homely? Outing has trans- 
formed the “ugly duckling” into a “thing of beauty” with 
added utilitarian features. This now beautiful Outing Mail 
Box comes in 4 finishes. Hardware dealers write in to tell 
us that it is the first and only mail box to meet the new 
beauty trend .. . the fastest selling M. B. in the U.S. A. 


OUTING Tool Boxes 


Dealers Buy Direct From Factory 


Automatic Cant-i-lever Tool 
Boxes are growing in popu- 
larity. They are the biggest 
actual help to the workman 
on the job. By a single motion 
they spread their entire con- 
tents before him, in easy reach. 
These boxes are“helpers,” 
not merely storage places for 
tools. Illustration shows one 
only of a big and varied line. 





Big Ace 


Send the Coupon, or write for this beauti- 
ful New full color catalog illustrating our 
complete line of Automatic Cant-i-lever 
Tackle and Tool Boxes; Pocket Anglers 
and Bait Boxes; Landing Nets; Decoys; 
Mail Boxes, etc. A// Outing goods now sold 
direct from factory to dealer. Very attractive 
discount proposition to the Hardware 
= \ Merchant. Write today. 


OUTING 
MANUFACTURING CO. 


Originators of the Automatically Operated Cant-i-lever Box 


ELKHART «e INDIANA 


OUTING MANUFACTURING CO. 
1201 Jackson St., Elkhart, Indiana 


Please send me your new catalog of Outing Tackle | 
and Tool Boxes and complete details of your 
dealer discount proposition. This does not obli- | 





ei 


gate me in any way. 


NN ccinciicicecisiccctitingicitiiaopnneee ~ 
IR ca one cuichitiman amin. onieem cela tieeaeeee | 
Town State I 

















It’s Time to 


Think of Spring Buying 












It displays well on your counters, in your windows or show 
case. There are 25 jacks finished in assorted colors of red, 
blue, and nickel. Each bottle contains two attractively col- 
ored rubber balls and is’sealed with a beautiful colored litho- 
graphed lid. It retails for 25c. and thousands of little girls 
will be anxious to have one. 























A Garden Set that is equally useful to parents and children 
alike. Built of sturdy, heavy gauge steel with a malleable 
iron rake so that it may actually be used for garden work. 

No. 556 retails for $1.00, east of the Rockies. 


CTT 











This smaller set is built for the little 
child but is also made of heavy gauge 
steel with a malleable iron rake to 
withstand hard usage. The entire 
set has red handles and green 
metal parts, and sells for 25c. 
east of the Rockies 





Here is a toy Lawn Mower that appeals especially to chil- 
dren, because it looks so much like Dad’s. It is finished with 
gilt trimmed green wheels, gold bronze cutter bar and blade 
with aluminum reel and blue braces striped with gilt. No. 
568 sells for $2.00 east of the Rockies. Also made in 3 
smaller sizes. 


Ask Your Jobber for Prices. Write Us for a Catalog. 


ARCADE TQYS 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 


Dallas J. T. Rowntree, Ine. 
D. D. Otstott 


New York 
200 Fifth Avenue San Franelsco Portland 
Chicago Ine. Los Angeles Seattle 
553 W. Randolph St. Santa Fe Bidg. Salt Lake City Denver 
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The only way to get all the 
Remington features is 
to buy a Remington 











Remington Cash 
Register Model 436 


START THE NEW 
YEAR RIGHT 


Don’t try to do business another year without 
a Remington Cash Register! It will do so much 
more for you than other machines that it’s a 








handicap to be without one. Your competitors 
who use Remingtons have a distinct advantage 
over you. They know more than you do about 
their daily transactions. Their cash is safer than 


yours, and their profits are greater. 


Ask for a demonstration and you can easily con- 


vince yourself. 


REMINGTON CASH REGISTER COMPANY, Inc. 
Factory and General Sales Office, ion, N. Y. 
Subsidiary of REMINGTON ARMS CO., Inc. 











M fi ers of Remi Firearms, Ammunition and Cutlery 


mington, Cash Registe 


In the past nine years Remington has introduced more new 
features than all other cash register manufacturers combined 














© 1930 R. C. R. Co, 4001 
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A TOY IN TUNE 
with the New Buying Power 
of the Customer’s Dollar 








New GIANT ROLLER COASTER 
42 inches long. Price, $2.50 













HE GIANT ROL- 
LER COASTER be- 











longing to the line of ‘‘Reeves 
Toys,’”’ which we took over the 
early part of this year, sold for $5.00 re- 
tail. The New GIANT ROLLER COASTER, 
with its improvements in operation and appear- 
ance, is worth more ... and is made to sell for much 
less; only $2.50 retail, with a good profit for the retailer. 
The old spring motor has been replaced by a system of 
counterweights that simplifies and perfects the action 
of the toy and adds a desirable educational feature. A 
beautiful four-color finish gives it new attractiveness. 
We believe you will find it an excellent seller. 





THE CONESTOGA CORPORATION 
Main Office and Factory, BETHLEHEM, PA., U. S. A. 


Permanent Showroom 
Room 461, Fifth Ave. Building 
New York City 


Export Dept. 
Office No. 605 
130 Pearl St., New York City 





REVOLVERS 
SHOTGUNS 





co. 
MAR 


» Send for catalog 


Harrington & Richardson Arms Company 
Worcester, Mass., U. S. A. 
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Popular 
Christmas 
Packs 





$1: 


LL hunters want a Hoppe’s 
Gun Cleaning Pack. Ex- 
cellent, quick-selling Christ- 
mas gifts. Handy, attractive, | 
necessary. Contents as shown. 
Famous for keeping guns in 
perfect condition. Sold by 
all jobbers. Order 
TODAY! 
FRANK A. HOPPE, Inc. 


2314-H N. 8th St. 
Philadelphia, Pa. 




















A 100% HIT 
FOR EVERY DEALER 


TWO TIME 
TARGET PISTOL 


This Kenton combination pistol is an all-season 
toy that every red blooded boy wants. Shoots caps 
and bands simultaneously . . . or rubber bands only. 
Packed in an attractive colored display box . . 
complete with rubber bands—ready for action. Low 
retail price. 

Write us today for further information. 


THE KENTON HARDWARE CO., Kenton, Ohio 


New York Address: Fifth Avenue Bldg., Room 514, 200 Fifth Ave., 
‘ New York City 


tOoYSs 










151 Chambers St. 


IVER JOHNSON 










CALIBER 
BOLT ACTION 


SAFETY 
RIFLES 


Send For Dealer Proposition 
IVER JOHNSONS 
ARMS & CYCLE WORKS 


FITCHBURG, 
MASS. 


NEWEST 
and 
SAFEST 


OVER 
BIG 












NEW YORK CHICAGO 


SAN FRANCISCO—71I7 Market St. 


108 W. Lake St. 





RICHARDSON’S 
Sel ACTLON— Roller Skates 


The First Best Skate—The Best Skate Today! 


Dealers can make real money, and 
build a steady, stable business besides 
with Richardson Roller Skates and the 
new Richardson selling plan. 

This tested, sales-making program is 
sent to you free . . . complete with 
promotional material 
to develop volume 
business for you at 
@ generous profit. 


Write for it today. 
Richardson Ball 
Bearing Skate Co. 


3312-18 Ravenswood Ave. 
Chieageo, Il. 


Established 1884 
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Jobbers and retailers selling in- 
fringing outfits are liable as well 
as the manufacturer who makes 


Noma and Propp decorative 
Christmas Tree Lighting Outfits 
are distinguished by: 


The adjustable berries or beads, 
and the add-on connector attach- 


Noma and Propp 
products sold only 
through jobbers. 


INOMA 


Decopative. Lighting 


Jutfe 


withMATDA | famps 


'N°100 ~ 





WARNING 


INFRINGEMENTS WILL BE 


PROSECUTED TO THE FULLEST EXTENT 





The Noma adjustable bead 


are covered by Patents 


These exclusive features are fully tia (a outfits. 


NoMA ELECTRIC CORPORATION 


340 Hudson St.. N. Y. 





covered by patents Nos. 1,611,836; 
1,512,888, and 1,751,842. 


They are further distinguished by 
the green wire with the red polka 
dots covered by U. S. Trade-Mark 
Registration No. 205,117. 


The genuine Noma and Propp 
outfits bear a license tag with the 
patent numbers. 

Look for this license tag to make 
onl the oft -6e ebmpatier sure to avoid selling infringing 


Buy through your 














HARDWARE AGE for DECEMBER II, 1930 












SN 


— mS 


iy 
< 



















\ 













= 


























SZ. Ww 








pen 


i} 


\ 








SS 






1 NAY 








n 








> — 


‘ N\\ aed 


THE FLE.MY/| 


PUMPS-WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 





| " , 
R (} f! 
In the selection of a power pump or water 


system of either small or large capacity, per- 
formance alone counts. 


Satisfactory water service is nothing more 
or less than dependable pump performance, 
and dependable pump performance simmers 
down to so many gallons of water per day at 
the lowest cost, with the least of care, over the 
longest span of years. 


This is the definition of real pump perform- 
ance—the kind of performance that Myers 
Self-Oiling Power Pumps and Water Systems 
are designed to render. Built to the precision 
of the finest of mechanical standards with so 
many outstanding improvements to carry them 
on to sucess wherever they are called to serve, 
little wonder their popularity is far reaching, 
their sale ever increasing. 


Basing your judgment on the experience of 
hosts of other dealers who are depending on 
Myers performance for year-through pump 
profits, it is a good time, right now, to discover 
for yourself what Myers Self-Oiling Power 
Pumps and Water Systems offer you in the 
way of money making pump business. 


Catalog on request. 


ima 2 


PUMPS-WATER SYSTEMS -HAY 


il “ Res 
RS & BRO.¢e. 
ASHLAND, OHIO. 
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You CAN Prove IN ONE MINUTE : 











=— these points of superior 
quality in Cyclone Wire | 
Screen Cloth | 
| 





They look for the 
“Red Tag” — the 
mark of quality 





ior 







The advantages of Cyclone “Red Tag” Wire Screen 
Cloth make strong selling points because your customer 
can see them with his own eyes/and appreciate their values. 


Point out the flawless, even weave—the result of the 
s. most modern manufacturing processes. The uniform 
o light gray color indicates the density of the pure zinc 
coating—applied by a recently developed process per- 
fected by Cyclone engineers. No chance for rust to start. 
Also furnished painted black. 


Cyclone Wire Screen Cloth is made of even, full-gauge MADE IN 3 MODERN PLANTS 


wire. Easy to handle—lies flat, no curling. Made only Cyclone “Red Tag” Wire Screen Cloth is made in 
3 modern plants that are up-to-the-minute in facil- 


m Cyclone factories and sold only under the Cyclone ities and devoted entirely to the manufacturing of 


name. 100 ft. per roll. 18 to 48-inch mesh. Cyclone Wire Screen Cloth. Each is equipped with 
a new galvanizing plant designed especially by 


It is our policy to distribute through the jobbing trade. Cyclone Engi and installed within the last 18 
— us J 4 d months. Every process closely supervised. Rigid 


However, some jobbers are not in a position to handle method of inspection. 
Cyclone Wire Screen Cloth. If your jobber cannot sup- 
ply you write us direct. We will ship a roll or a carload 
to you from our nearest plant or warehouse, 


hen arty, 
4 

















Cyclone Cyclone 
Lawn Fence Catch-All 


Branded by a new Basket 
process for your A good all-year 
rotection. Metal seller. Approved as 
Rea Tags wovenin- safe rubbish burner 
to fabric at factory. by fire officials. Sell 
Extra cable at bot- it to schools, of- 
tom. Highest Qual- fices, homes, etc. 
ity. Order from Order from your 
your jobber, jobber. 








WIRE SCREEN CLOTH 








CYCLONE FENCE COMPANY 


General Offices: Waukegan, III. 


Branch Offices in All Principal Cities 
Pacific Coast Division: STANDARD FENCE COMPANY, Oakland, Calif. 














SUBSIDIARY OF UNITED STATES STEEL CORPORATION acwen-sie 
PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES 
AMERICAN BripGE COMPANY CARNEGIE STEEL COMPANY FEDERAL SHIPB’LDG. 4 Dry Dock Co. THE LORAIN STEEL COMPANY 
AMERICAN SHEET AND TIN PLATE COMPANY CoLuMBIA STEEL COMPANY ILurnots STEEL COMPANY TENNESSEE COAL, IRON & RAILROAD Co, 


Cyctong Fence COMPANY NATIONAL TuBE COMPANY UNTVERSAL ATLAS CEMENT COMPANY 


AMERICAN STEEL AND WIRE COMPANY 
Export Distributors—United States Steel Products Conipany, 30 Church St., New York, N.Y. 


Pacific Coast Distributors — Columbia Steel Company, Russ Bidg., San Francisco, Calif. 
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To Help the Unemployed 


in the Hardware Industry 















Effective with the December 18th issue HARDWARE AGE 
will accept and publish Positions Wanted Advertisements free 
of charge. 


This offer is made only to those of the hardware fraternity 
who are not employed at present and who desire positions 
in a hardware store, wholesale or retail, or with a hardware 
manufacturer. 


None but truthful, honest-to-goodness advertisements from 
those actually out of work will be accepted free. Changes in 
positions will not fall in this category. 


state ened 


DAG FS PLE (oops 


The advertisements accepted will be inserted in two con- 
secutive weekly issues. Fifty words will be allowed each ad- 
vertiser, including seven words for the address, which may be . 
your own home address or a box number. We will forward all 
replies which we receive to the advertisements. i 


Pe etre ers 
etches 


Hardware men and women needing positions are cordially 
invited to take advantage of this service which will be con- 
tinued as long as conditions warrant. 


Address your letters to the Classified Department of: 


HARDWARE AGE 


239 West 39th St. New York City 
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RIDE ‘EM 
COWBOYe 


Whoopee!!! Yow!! Action and plenty of it. 
Action—that’s what Young America wants 
today. Youth is on the move and Corcoran 
has caught the tempo in this Broncho-Bust- 
ing Horse that all but lives for the tots who 
stride it. Wise merchants, who are keying 
their stocks to the spirit of young folks, are 
getting action in abundance with Corcoran 
Dual Action Vehicles. They’re new—they’re 
novel—they’re entirely different. And they 
sell and we don’t mean “mebbe”’! ( 






Black Beauty, pictured above, gives every 
sensation of riding a thoroughbred. It gal- 
lops as it rolls along. It is of all steel con- 
struction—built to withstand hard knocks— 
furnished in a three color combination (red, 


One of Those Banquets, by Saunders Norvell... .. 40 
Is There a Joker in the Capgen Tilly ie 42 
Anti-Freeze Requirements of Current Passenger Cars 48 
Piearor the WON, 25. Fos ca ist. 50 
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Coming Hardware Conventions................ 72 

70 
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Cincinnati: Ropert G. McoInrosH, 409 Traction Bldg. 
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ADVERTISING REPRESENTATIVES 


New York: P. J. Coserave, 239 W. 39th St. 

Boston: CHauncry F. ENGLISH, 140 Federal St. 
PHILADELPHIA: Harotp G. BiopGett, 1402 Widener Bldg. 
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SuBsoripTion Price—United States, its possessions, Canada, Mezwico, Central 
America, South America, Spain, and its colonies. One year, $3.00; Foreign 





yellow, and black enamels) baked on. 


CORCORAN 


The two vehicles pictured at the 
right, with the Black Beauty above, 
make up the three major members 
of the Corcoran “Green Arrow” 
Line. The aeroplane moves up and 
down just like a real plane in the 

air. The Red Bird and Black Beauty gar. ng gentle plan- 
have DUAL Action—there’s noth- Phan an 
ing like it. 





Corcoran Vehicles are made only in 
Cincinnati, Ohio—there is no con- 
nection whatever with any other 
firms with similar names. If you 
have not placed your fall purchase 
order, do so now. On the West 
Coast, samples are on display at the 





~ real NOBBY HOBBY 
Standard Toy Agency, 718 Mission Life-like, realistic ae- 


tion that keeps the 
child satisfied 


THE CORCORAN 


St., San Francisco, Cal. 


countries not taking domestic rates, 1 year, $6.00; Single copies, 25c. each. 
Subscription remittance should be made by Check, Post Office Money Order, 
Express Money Order or Bank Draft, payable to Harpware Acn, New York. 


—————————————_________————— el 


MANUFACTURING 








Norwood Dept. HA 12-30 


COMPANY 
Juvenile Vehicle Division 


Cincinnati, Ohio 
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ATKIN 


| USEF SAWS, 


OFFER CHRISTMAS-TIME 
PROFITS 


A market in which you as a dealer in 
Atkins SILVER STEEL Saws can real- 


ize profit is—“the home field.” 


Call your customers’ attention to these 
famous saws as gifts for “the man 
who makes things.” 


Wide-awake merchants will cash 
in on Atkins advertising to 
home craftsmen as well as 
skilled carpenters and other 
builders, who are the best of 
prospects for “practical 
gifts.” 


ATKINS 
SILVER 
STEEL 


ATKINS No. 9 
HOME BUILDER 


“For the Man Who Makes Things” 





Here 1s a pattern that will fit the purse 
of any prospect. 


Atkins No. 9 Home Builder is made of a high-grade special steel 

for the man in the city or on the farm, who desires a medium priced, 

general utility tool. It has a nicely polished blade, evenly tempered 

throughout; skew back; a well seasoned beech handle, with plenty of 
hand room; made only in 24 inch lengths and 8 point. 


There is still time to stock Atkins SILVER STEEL Saws for Christmas, if 
your present supply is low. Take advantage of this season that comes once a 
year to net a few more dollars to your annual PROFITS. 


E. C. ATKINS AND COMPANY 


Home Office and Factory: Indianapolis, Indiana 
Canadian Factory: Hamilton, Ontario 
BRANCHES 
Atlanta New York Portland 


Memphis Chicago Seattle 
New Orleans Vancouver San Francisco 
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THAT “BIROS 
BEEN THERE “\ j 
LONG ENOUGH PRS ce 
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J AWarreet 


ERTAINLY there is no room for 
gloom over the fact that this 
year’s Christmas Clubs will release 
the largest amount in their history. 
When it is remembered that the Gov- 
' if} ernment’s 1931 expenditures for public 
works are to reach a large figure, old 
man gloom is due for a jolt. 
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We Are 
Buying Now. 


HERE Manufacturers 
have made satisfactory 
prices and terms, orders for 
1931 Spring requirements 
have already been placed. 
Much of this Merchandise 


is now in stock. 





HIBBARD, SPENCER. RARTLETT & ©. 


211 EAST WATER ST. 
SCHISCAS OO 
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How 


THis 1S 


THE WAY TO. 





This attractive entrance to the basement toy department plays an important part. 


Snyder & Robbins Attract 
Holiday Toy Buyers 


66 E heartily recom- 
mend the addition 
of toys in a hard- 
ware store for the 

Christmas season, particularly as 
it helps to sell other merchandise 
at the same time,” said C. H. 
Snyder of Snyder & Robbins, Inc., 
Asbury Park, N. J. Although this 
wide-awake hardware firm has 
handled toys only during the past 
three years, its toy department is 
proving a very satisfactory ad- 
junet to the establishment. 

After giving toys a trial three 
seasons ago, returns from the 
initial venture convinced Mr. 
Snyder that a larger stock, dis- 
played in a special department 


would prove even more productive, 
if it were merchandised and ad- 
vertised in an aggressive manner. 
In acting upon these deductions, 
plans were made early last holi- 
day season, which would enable 
the store to make the most of the 
profitable opportunity a good toy 
department seemed to offer. 
Snyder & Robbins have a flair 
for doing the unusual. This is 
exemplified by the fact that when 
the store recently moved into its 
new quarters a soda fountain and 
luncheon facilities were available 
to patrons. These unusual fea- 
tures were pictured and described 
in detail in the Oct. 10, 1929, 
issue of HARDWARE AGE. In plan- 


ning to attract toy buyers and 
holiday shoppers, many unique 
ideas were likewise used. 

The front of the store was be- 
decked in appropriate Yuletide 
decorations, with a huge lifelike 
reproduction of a Santa Claus 
head serving as the focal point 
and central attraction. Em- 
ployees of the store are gifted in 
more ways than in doing a good 
job of selling hardware, as the 
Santa Claus head was a product 
of their handicraft. Measuring 
over 4 ft. tall and nearly as wide, 
the head had been constructed on 
a form made of poultry netting, 
which had been covered with plas- 
ter of paris. As a_ protective 
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HOUSEWARE SPECIALS 


Cocos Door Mat 
Extra heavy, ex- 
tra large s 
Special at .. Le 
‘Steet Deer Mai—$i oo 





Pyrex Casserole 
with cover. Toy- 
and celebra- $ 1 

t le. . . 





Tea Pot 
Beautifully deeo- 
be- 


rated. Never 
fore offered at this 
low price. r 
Celebration 2 | 

Sale Special . 


_ ee ul 
Griswold Waffle 
No-Knik Tron 
Glasses Cocktail 


Patented edge. no 
chipping s 
One Dozen. . a: ~ 














Clothes Line Comb. Boop ont 
100 feet of exce’- | | Ash Sifter $1 
int quality $1 | | Clothes Basket $1 
Spe. at De | pocket Knife . $1 
Toasters 

An unusual offer. 

Complete with | reduced to an un- 

cord, of | usually low $ 

course ... . 


GD cscsee 


SNYDER & ROBINS, INC. 
ASBURY PARK, N.‘J. 
The Store of Achlevemert 


502 MAIN ST. 





PHONE 3700- 


prove one most intesesting—one most valueble. 
=z rt fangs 





Celebrating the Opening of 
Toyland In Our Downstairs 


The celebration takes the form of a sale so that you may join in the festivities 
ith great money savings. And the sale will continue for two days—tomor- 


wi 

row and Saturday.. The Store of Achievement takes on a Christmas appear~ 

ance. Every department has contributed to this great affair. Your visit will 
nee A 


y 
Movie Machine 
RETSTONE. of course’ 

































































Generous space is devoted to Toys 
in Snyder & Robbins ads. 


measure to prevent disintegrating 
in the elements, it was then given 
a heavy coating of white lead. The 
whole was then colored in natural 
tints and Santa Claus was very 
realistic, with his red hat, flowing 
white beard and ruddy complex- 
ion. As the form was hollow on 
the inside, this permitted electric 
lamps, having flashers, to be in- 
serted inside. As the eyes in the 
head ran clear through the form, 
when the lights within went on 
and off Santa winked his eyes in 
a natural manner. Such an un- 
usual feature attracted a great 
deal of attention, notwithstand- 
ing the fact that during the holi- 
day season’ especially, many 
other means were employed by 
other Asbury Park stores to at- 
tract the attention of holiday 
shoppers. 
(Continued on page 74) 


This is the Snyder & Robbins Toy 
Department, in Asbury Park, N. J. 
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We Note in PAssiNG 


What Others Are Thinking and Doing 


New Phone Book Customers 


A thoughtful merchant noticed 
in his local newspaper a state- 
ment from the telephone company 
that 1680 new phones had been in- 
stalled in a certain length of time. 
The merchant began to think 
about those phones. Happening 
to know the manager of the local 
company he called up and asked 
how many of the new phones had 





been installed in homes. The 
answer came back quickly—‘“Fif- 
teen hundred and twelve.” 

A lot of people putting in 
phones, or else a lot of new homes. 
That meant more chances to get 
business. He asked if it might be 
possible to get the names of the 
new phone owners. No, it was 
against rules but the new phone 
book would be out in a little while. 
Get that book and check against 
the old one. That would give the 
merchant what he wanted. Too 
much trouble? Not for a man who 
sets his head to do a thing. Be- 
sides that his mailing list was in 
need of correction. So a clerk was 
set to the task and in a few 
months an entire new lot of names 
were in the merchant’s keeping. 
The result was worth the effort. 

The phone book was carefully 
checked over and all changes 
noted. All new ones were given 
a separate column. Removals and 
changes of address were noted. 
The new list was almost 100 per 


cent good. What a small thing 
may lead to constructive action. 


Choose the Right Channel 


HARDWARE AGE has consistently 
maintained that manufacturers 
are rapidly approaching a time 
when sound business judgment 
will force them to choose one 
channel of distribution for their 
products and stick to that channel. 

It is gratifying, therefore, to 
find somewhat similar ideas ex- 
pressed by leading writers in pub- 
lications which cover the general 
fields of merchandising and ad- 
vertising. For example, Printers’ 
Ink, in its Nov. 6 issue, carries an 
article by C. B. Larrabee entitled 





“How Advertisers May Meet the 
Private Brand Problem.” One 
paragraph of that article reads as 
follows: 

“The national advertiser of to- 
morrow must have a clear-cut dis- 
tribution policy. He must make 
the decision once and for all 
whether he chooses to stand with 
the chain store or with the inde- 
pendent. There is no particular 
reason why he cannot do business 
with both groups successfully, but 
he can never succeed in doing so, 
so long as he follows a policy of 
double-dealing and concealment. 


The manufacturer who maintains 
a price policy based solely on 
haggling, who lets buyers rather 
than his own costs fix his selling 
prices, who takes all the traffic 
can bear from the wholesaler and 
then sells at a ruinously small 
profit to the chains in order to 
keep his factories open—this man- 
ufacturer is doomed. The day is 
past when he can let his right 
hand and his left hand act inde- 
pendently.” 


A Mighty Midget 

The hardware firm of Shaw & 
Stuart, Daytona Beach, Fla., uses 
its newspaper advertising space 
once each week to conduct a store 
newspaper of its own, entitled 
“The Gimlet.” A. W. Shaw is edi- 
tor of The Gimlet, and Virginia 
M. Shaw acts as society editor. 
Only a small amount of the space 
is used for actual advertising, the 
Balance being utilized for news 
items, jokes, poems, etc. 

Mr. Shaw considers The Gimlet 
as one of the firm’s best advertis- 
ing mediums. 





THE GIMLET 


Published Every Friday Evening 


A. W. SHAW, EDITOR VIRGINIA M. SHAW 
News Items Society Editor 
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MERICA has lifted up its 
heart and said, “Tomorrow 
is another day.” 

Unsmiling but not 
hearted. That’s America. Firm 
in the will to make good the in- 
herent promise of its resources. 


down- 


That’s America. Scorn to the 
weakling and a cheer to the brave. 
That’s America. 

And we’re part of it. All of us. 

We carry into 1931 the rhythm 
of marching feet. Feet that have 
begun to catch again the swing- 
ing beat of confident strides. 

America is on the move—for- 
ward. The pace begins to accel- 
erate. Heads turn not backward 
to the drabness of the past. Eyes 
are looking at the sun coming 
over the hill ahead. For there is 
the goal. 

It is not, perhaps, close by. But 
it is no mirage. As surely as 





American genius in three hun- 
dred years has turned a wilder- 
ness into the most fruitful coun- 
try on earth, so shall it repeat its 
history of conquest over fears and 
doubting. 

Have you seen panic, or waver- 
ing or dismay? No. America has 
met the challenge to its strength 
with pain, with disillusionment, 
with regret—but with courage. 
With the stern front that recog- 
nizes the weakness of the mo- 
ment and prepares a new sttength 
for tomorrow. 

It is as true of a nation as of 
the individual—“As a man think- 
eth, so is he.” We think we’re 
good. And by the Lord, we are 
good! We can lick old man 
trouble any time he climbs into 






HERE’S THE WATCHWORD 


the ring with us. That’s why 
we’re sorry for him now. Just feel 
that muscle! 

Remember what Bill Roper told 
his Princeton boys for fourteen 
years? “A team that won’t be 
beaten can’t be beaten.” You'll 
recall too, how often his fighting 
teams pulled victory out of a 
game that was lost as certainly 
as anything can be. 

1931 is a big year. Three hun- 
dred and sixty-five days in it for 
fighting. Three hundred and 
sixty-five days to hop out of bed 
and cry, “Forward, March!” 

It’s a year for getting some- 
where. Somewhere always a little 
ahead. One step, two steps, three 
steps. On we go. Catching the 
rhythm of the fellow nearest us. 
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FOR AMERICA 193! 


Passing it on to the next man. 

One-two—one-two. Man, that’s 
more like it! 

Helping each other. Pulling 
the weak and prodding the 
strong. Like Americans ought to 
do. Heads up and chins out. 

We aren’t taking wallops now. 
We're giving them. 

We've lost our fat at the waist- 
line. We’ve been sweated hard. 
Now were ready to go. 
AMERICA 1931— FORWARD, 
MARCH! 
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Hanson Rents Guns 


to Hunters— 


N Rochester, Minn., home of 

the far famed Mayo Clinic, 

Oscar V. Hanson, proprietor 

of the Hanson Hardware Co., 
has made this store a veritable 
magnet for those residents of 
Rochester and vicinity who are in- 
terested in hunting, fishing, golf- 
ing, tennis, skating and other out- 
door as well as indoor sports. At 
the present time, John P. McGov- 
ern, who has charge of the sport- 
ing goods department, is being 
rushed to outfit hunters for the 
deer season which opened in the 
State on Nov. 15. Although it is 


and many rentals 


turn into SALES 


about 300 miles to the regions 
where deer abound, many hunters 
make the trip from Rochester and 
Mr. McGovern makes it his bus- 
iness to see that the nimrods are 
properly outfitted with hunting 
equipment from the Hanson Hard- 
ware Co. Renting firearms, in 
addition to being a profitable prac- 
tice for the firm, often paves the 
way to a sale which would not in 
all probability have been made 
otherwise, according to Mr. Mc- 
Govern. 

For some years it has been the 
policy of the store to rent guns and 


the results from the practice are 
deemed beneficial to the store in 
more ways than one. It encourages 
people to hunt who would not con- 
sider it if they were forced to pur- 
chase a gun to carry out the de- 
sire. Frequently an_ unitiated 
person becomes enthused over 
hunting by thus renting a gun, 
which opens the way to selling a 
complete outfit of hunting equip- 
ment, including a new gun. Others 
like the gun they have rented so 
well that they buy it. It also 
places the firm in a position where 
they can accept used guns as 
trade-ins on new guns, as the used 
guns are used exclusively for ren- 
tal purposes. The monetary re- 
turn is also worthy of consider- 
ation, especially when it is learned 
that guns were rented to 155 per- 
sons during the hunting season of 
last year. Last, but by no means 
least, renting guns increases sales 


‘of ammunition. 


The rental fee varies with the 
type of firearms. One dollar per 
day is charged for either a pump 
or double barreled shotgun, while 
22 calibre repeating rifles are 
rented at 75c. per day. Deer rifles 
are rented at $5 for a trip, which 
is usually of a week’s duration. 
When a firearm is rented the store 
keeps a complete record of the 
transaction in a special book kept 
for the purpose. In it the name 
of the person renting the gun or 
rifle is entered, together with the 
date, time, model and caliber or 
gage and it’s estimated value. A 
notation is also made whether the 
rent has been paid in advance or 
should be collected when the rifle 
or gun is returned. Unless the 
renter is well known and trust- 
worthy a deposit is required of an 
amount sufficiently large to pro- 
tect the store from loss. All 
strangers must make the deposit, 
and it is interesting to know that 
this arrangement has prevented 
any unfortunate experiences on 
this score. 

As it is against the State law 
to rent or sell firearms or ammuni- 
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Realistically displayed in this window by C. H. Miller Hardware Co., Huntingdon, Pa., is 


tion to minors under the age of 
18, without the consent of their 
parents, the store has a letter 
from the Rochester chief of po- 
lice, which cites the law. This is 
shown to minors when they apply 
to rent a rifle or gun and prevents 
misunderstanding. 

Three months are devoted by 
the store to featuring hunting 
goods and during this ninety-day 
period an average of one hundred 
guns and rifles are sold. In Min- 
nesota, the duck season opens on 
Sept. 15; the pheasant season on 
Oct. 15 and the deer season on 
Nov. 15. During the three sea- 
sons mentioned the store centers 


hunting equipment for a variety of needs. 


attention on hunting supplies 
through good window displays 
and newspaper advertising to- 
gether with some direct-by-mail 
publicity. Hunters as a class are 
more enthusiastic than most any 
other class of sportsmen judging 
by the store’s experience, which 
has been that they start talking 
about hunting two or three months 
before the season actually opens. 

As an example, Mr. McGovern 
said that orders for several spe- 
cial deer rifles had been placed 
thirty days in advance of the 
opening of the season. He also 
pointed out that hunters keep well 
informed regarding new firearms 





and ammunition. When a new 
model rifle or shotgun is an- 
nounced the hunters start asking 
to see it almost immediately. 
Early in October the store had al- 
ready sold seven of the new 20- 
gage automatic shotguns, which 
were placed on the market this 
year. The same holds true when 
new types of ammunition are pro- 
duced—hunters want it at once. 
In order to maintain the store’s 
reputation as headquarters for 
hunting supplies, it is the policy 
to secure the latest innovations 
in firearms and ammunition as 
soon as they, are procurable. 


This Applies to the Hardware Business Also 


CALIFORNIA rancher _re- 

cently decided to place his 
property on the market, and ac- 
cordingly sought the services of 
a real estate salesman. As answers 
to a series of likely questions, the 
real estate man jotted down a dozen 
advantages of the rancher’s farm, 
including irrigation ditches, well- 
constructed buildings, fruit-bear- 
ing trees, easy accessibility to the 
city, and a pleasantly situated 
homestead. When he had finished 


the list, the rancher asked him to 
read all the good points enumerated 
about the ranch. 

“Well, well, is that really my 
place?” queried the _ surprised 
rancher, after his own inventory 
had been set forth. 

The salesman smilingly replied 
that he had not exaggerated in any 
particular; that he had used the 
rancher’s own words. 

“That sounds mighty good to 
me,” quickly decided the man. “I 


think I’ll keep my ranch. I didn’t 
appreciate what I have.” 

When inclination is strong to sell 
out “stock and barrel,” to under- 
take some new line of business, to 
exchange old loyalties for glitter- 
ing promises, every man would do 
well to pause long enough to count 
up the unique advantages and sat- 
isfactions that are already his.— 
From the Christian Science Moni- 


tor. 
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The Kilowatt Hour. Sales Per Residence in Cleveland 
are as Great as Those of Other Utilities 


HE Cleveland Electric Illuminating Company, 

which is the electric utility company of Cleve- 

land, Ohio, does not operate a merchandise 

department. Twenty years ago this progressive 
company decided to specialize on electric current and 
leave the selling of appliances to the established mer- 
chants. The decision was a purely voluntary one, based 
on the belief that it is not necessary for a utility com- 
pany to sell merchandise in order to build it’s service 
load; that cooperation with existing appliance outlets 
will not only create the required load, but will result in 
a tremendous Good Will asset to the utility company. 

That the policy has been successful is conclusively 
proved by the results obtained. The Cleveland Electric 
Illuminating Co. has the enthusiastic support of every 
merchant selling appliances in that city. At the same 
time its kilowatt hour sales per residence are as high as 
those of any other city of the same size or larger in the 
United States; higher than those of New York, Boston, 
Chicago, St. Louis or Milwaukee, and comparing favor- 
ably with those of Los Angeles. 

In 1929, according to surveys made by the Electrical 
League of Cleveland, 472 retail stores in that city sold 
$16,019,195 worth of electrical appliances. Of that 
amount, hardware stores sold a total of $1,211,946. 

How does the percentage of appliance sales in Cleve- 
lané compare with that in the United States generally? 
Better than the average. While the percentage of 
washing machines in use in 19,721,486 homes in this 
country, is 33.4, the percentage in 282,000 Cleveland 
homes is 66.9. Here is a list which makes a comparison 
of percentages on 14 appliances: 


Percentage in Use 


In 282,000 In 19,721,486 
Cleveland U.S.A. 
Appliance Homes Homes 
a GOONS i wk vee Sa cede 92.8 94.0 
I 88s os pecan tenes eas 80.3 43.6 
Washing machines ........... 66.9 33.4 
ES See ae a oe ee 66.3 37.1 
KGURMIITERONS ©. 26s 252s owas 49.9 ee 
SE cite Se sain besa hes ans 40.4 16.1 
Ge Pasicky asin ses since eres 37.9 29.4 
SE re re eee 37.2 hee 
NS EE ET 32.5 
Sewing machines ...........-- 25.4 
SPREE TS ec oh okee as.a6 21.5 
SOE REP eR i esse wb Vbb obese 15.1 ne 
en as a See ee 12.3 9.4 
Ironing machines ............. 4.7 2.9 


U. S. A. figures taken from “Electrical Merchandising.” 


in Cities as Large or Larger 


By LLEW S. SOULE 


This table effectively disposes. of any insinuations to 
the effect that the Cleveland Electric. Illuminating Co. 
would have made a better showing by.selling merchan- 
dise in Cleveland. It speaks volumes for cooperation as 
against direct merchandising by utility companies. 





PHIL WUERTZ says: “The Cleveland Elec- 
tric Illuminating Co. deserves and is receiving 
the cooperation of Cleveland merchants. Its 
policy is fair and right, and has worked out to 
the advantage of all concerned.” 


C. W. STEYER, Lakewood Hardware Co., 
says: “The fact that the electric utility of 
Cleveland does no merchandising has helped the 
sale of appliances.” 


CARL E. FRUEHAUF says: “We appreciate 
the policy of the local electric utility company 
in not selling merchandise. We believe that it 
has been of great value to both the dealers and 
the utility company. Our sales of electric wash- 
ing machines and minor electric appliances 
will run around $4,000 per year.” 


FRANK J. PEKOC, JR., says: “We have the 
highest regard for the local electric utility com- 
pany. Its policy of not selling merchandise has 
reacted strongly to the benefit of the merchants. 
At the same time it has built up a profitable 
service load for the company, which has the full 
cooperation of the local merchants. Our sales 
of washing machines, ironers and vacuum 
cleaners this year amounts to $5,400; our lamp 
sales run about $1,950; other minor appliance 
sales will amount to about $1,500. 
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| Sets No Mercuanpist 


Has the policy of the local utility company resulted 
in adequate stocks and displays of electrical appliances 
in Cleveland? Jt has. The total floor space devoted to 
this class of merchandise in Cleveland is 136,460 sq. ft. 
The hardware dealers alone give 11,520 sq. ft. to elec- 
trical merchandise display. There are no chances for 
argument so far as stocks and display are concerned. 

How does Cleveland’s dollar-and-cents quota on appli- 
ance sales compare with those of the balance of the 
country? Here are the figures as announced by The 
Electrical League of Cleveland: 


Columns One and Two Represent the Figures Compiled by ‘‘Electrical 
Merchandising,’ Columns Three and Four Indicate Cleveland’s Quota. 


Sold in U. S. A. in 1929 *Cleveland’s Quota 
he hs 





f, € ‘ 

Number Value Number Value 
Cleaners, vacuum........ 1,312,000 $65,600,000.00 18,742 $937,142.85 
I iis kas ae oy awe wreh 350,000 7,000,000.00 5,000 100,000.00 
Clothes washing machines’ 1,019,000 115,000,000.00 14,557 1,642,857.14 
TROMIOMEIOED. cess cvescess 12,000 2,400,000.00 171 34,285.71 
MSIE. 600455 Ccsises.o. 5% 70,500 4,076,000.00 1,007 58,228.57 
Fans, desk and bracket.. 673,000 9,422,000.00 9,614 134,600.00 
Fans, ventilating, house- 

ee ee 34,000 1,073,720.00 485 15,338.85 
Fixtures, residential light- 

SAE ae 47,000,000.00  ..... 671,428.57 
Heaters and radiators.... 303,000 1,893,750.00 4,328 27,053.57 
Heating Pads. ....cceccve 637,500 3,506.250.00 9,107 50,089.28 
Hot plates, grills, table 

WES So cncas es ca vciss 347,000 2,010,000.00 4,955 28,714.28 
Ironing machines........ 126,000 9,637,000.00 1,80 137,671.42 
| GER eee 3,150,000 14,488,000.00 45,000 206,257.14 
Lawes, health. ....5...+. 250,000 9,500,000.00 8,571 185,714.28 
Lamps, incandescent, res- 

a eee 154,691,000  46,000,000.00 2,209,871 657,142.85 
Percolators, aluminum... 800,000 3,400,000.00 ,428 48,571.42 
Percolators, copper plated 495,800 8,480,000.00 7,082 121,142.85 
Lamps, portable........- 7,280,000 70,000,000.00 104,000 1,000,000.00 
Ranges, regular......... 158,000 26,070,000.00 2,257 872,428.57 
Ranges, wall outlet...... 20,000 1,200,000.00 285 17,142.85 
Refrigerators, domestic... 630,000 181,175,000.00 9,000 2,588,214.28 
Sewing machines........ 399,000 36,750,000.00 5,700 525,000.00 
» RS ee ee 1,540,000 8,531,000.00 22,000 121,871.42 
Violet ray outfits....... 150,000 2,500,000.00 2,142 35,714.28 
a ere 768,000 6,528,000.00 10,971 93,257.14 





175,215,800 $683,190,720.00 2,503,073 $9,759,867.32 





*One seventieth of U. S. A. sales. 

Note that the above total, under the head of “Cleveland’s Quota,’”’ does 
not include radio or wiring supplies. 

The total shown for incandescent lamps does not include lamps sold by 
585 chain grocery stores. 

Appliance sales shown do not include any of the sales made by 566 
drug stores, and survey did not include a number of small radio shops. 
Neither does the report include all of the sewing machines sold through 
manufacturers’ branch stores. 


Isn’t that enough to convince any unbiased person 
that electric appliance sales can be successfully promoted 
and adequate service loads built up without the utilities 
engaging directly in the sale of merchandise? 

The next question which naturally arises is: How 
were all these remarkable results accomplished? The 
answer is not hard to find. Cleveland has the largest 
and most successful league in the United States. Here 
is its story: The Electrical League of Cleveland was or- 
ganized over twenty years ago. It is, in effect, an 
educational institute, the mission of which is to teach 
the people of Cleveland the comfort possibilities and the 
value of electrical equipment; to show them the purpose, 
use and operation of such equipment. It is an organiza- 
tion financed by more than 200 companies including 
manufacturers, wholesalers, contractor dealers, hard- 





Mr. Llew S. Soule, 
Editor HARDWARE AGE 
New York City, N. Y. 
Dear Sir:— 


Twenty-one years ago the electrical inter- 
ests formed what is now known as the Elec- 
trical League of Cleveland, and for the last 
fifteen years we have been operating under a 
cooperative commercial development program. 
Through this effort the Cleveland Electric IIlu- 
minating Co. are interested only in the sale of 
electric current, leaving the field open to the 
members of the Electrical League, which in- 
cludes distributors, dealers, manufacturers and 
contractors, free to distribute all kinds of mer- 
chandise incidental to the use of electricity. 

This cooperative effort is one which has 
proven eminently satisfactory to all concerned. 

Yours very truly, 
THE GEO. WORTHINGTON CO. 


David Aitken, Electrical Department. 








The Cleveland Electric Illuminating Com- 
pany’s policy of not merchandising Electrical 
Appliances has been satisfactory in every way 
and of great benefit to the independent dealer 
distributors of this merchandise. 

This has done away with the element of un- 
fair competition, which is often in evidence 
where the utility companies merchandise appli- 
ances. ‘ 

Very truly yours, 
THE W. BINGHAM COMPANY. 
H. D. Cram, Vice-President. 











ware dealers, electrical dealers, department stores, cen- 
tral stations, telephone companies, etc. Its activities 
are purely local in scope; the market to which it ad- 
dresses itself includes the entire community, and its 
function is entirely promotional. It sells nothing, yet 
it spends $75,000 per year in the newspapers telling 
Cleveland people the merits of electric appliances. 

In its beautiful new quarters in the Builders’ Ex- 
change Building, it houses an exhibit of everything elec- 
trical, as well as a large auditorium where special lec- 
tures and demonstrations for the benefit of the public 
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Part of the exhibit of the Cleveland Electrical League 


are held. In its work with the women of Cleveland it 
selects the leaders in all lines of social activity, and 
these leaders arrange the groups for instruction. For 
example, it has picked the Key Women of the various 
church organizations. These key women, in turn, ar- 
range the groups, and for each woman who attends a 
scheduled lecture or demonstration, the League gives 
twenty-five cents to the church fund of that particular 
group. These groups range in number from 20 to as 
many as 190. The lectures are on such subjects as: 
The Art of Living Electrically; Food Preservation and 
Conservation; The Preparation and Cooking of Foods; 
Modernizing for Comfort, Convenience and Health; 
The Personal Use of Appliances, etc. 

At League headquarters, the prospective customer 
can find out where to buy any certain appliance; how 
to use it properly; where to get it repaired; the number 
of fixtures and lamps required for a home, store, office 
or factory; the kind of electrical equipment that will 
procure the best results; the name and address of the 
nearest wiring contractor, appliance retailer or repair 
man, etc. All this without a single direct sale or the 
favoring of any particular appliance or dealer. The 
ramification of the league’s service features include 
practically everything that can be of service to any one 
interested in the use or sale of things electrical. 





Membership fees in the League 
are based on sales. The retail deal- 
er pays one-tenth of one per cent 
of his electrical sales; other factors 
pay in proportion. 

The exhibit of everything elec- 
trical at league headquarters is in 
itself a great factor in promoting 
sales. This feature of the league 
was established in 1925 and has 
been more than successful. Its 
function is to show people the va- 
rious types of lighting equipment 
which will give eye comfort, utility 
and decoration; to demonstrate elec- 
trical merchandise of beauty, value 
and recognized utility. The re- 
quirements for the privilege of dis- 
playing an item are: The product 
must have consumer acceptance. 
The manufacturer shall be of the 
substantial type, who apparently 
will continue in business indefi- 
nitely. 

The employees of the league will 
demonstrate any of the items on 
display, but under no circumstances 
will they recommend one appliance over another of 
similar make. We tried for an hour to get a demon- 
strator to tell us which washer we should buy. 
Nothing doing. We learned all about washers in gen- 
eral but the matter of choice was left entirely to us. 

That, in brief, describes the Electrical League of 
Cleveland, its purposes and functions. Apparently it 
has done its work well. 

There is one peculiar feature of the condition which 
prevails in Cleveland that is of more than passing in- 
terest to the hardware trade. The reports of the League 
show that 25 per cent of the hardware dealers in that 
city sell 80 per cent of the electrical appliances turned 
out by the Cleveland retail hardware trade. It would 
seem that some hardware dealers in that favored city 
are overlooking a good bet. 

Be that as it may, the fact remains that the Cleve- 
land Electric Illuminating Co. does not sell appliances 
and has no intention of doing so. The kilowatt hour 
sales per residence are on par with those of any other 
city the size of Cleveland or larger. The wholesalers 
and retail merchants of Cleveland are selling appliances 
on a profitable basis, and are cooperating whole heart- 
edly with the utility company. Every one concerned is 
satisfied. If These Results Can Be Achieved In Cleve- 
land, WHY NOT IN THE OTHER TOWNS AND 
CITIES OF THE UNITED STATES? 
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The American 


Game Conference favors Guns that fire 


Not More 
Than 


American Game Conference, 

which was held at the Hotel 
Pennsylvania, New York City, on 
Dec. 1 and 2, adopted one resolution 
of prime interest to the hardware 
trade in that it relates to firearms. 
The resolution, which also commends 
the efforts of firearms manufacturers 
in taking an active part in the game 
conservation program, reads as fol- 
lows: “The American Game Confer- 
ence commends the effort of manufac- 
turers of firearms and ammunition to 
help perpetuate a game supply and to 
place hunting upon a sportsmanship 
basis. We especially commend such 
steps as a recently announced small 
bore shotgun which cannot be fired 
more than three times without reload- 
ing; the production of a double bar- 
relled shotgun by another of Amer- 
ica’s oldest manufacturers of maga- 
zine guns, and the wide distribution 
of educational efforts through the dis- 
tribution of material in ammunition 
containers and otherwise. 

“We hail those actions as definite 
steps in the right direction, and urge 
other makers of repeating firearms to 
follow these fine examples in order 
that presently all new shotguns sold 
for sporting purposes may be re- 
stricted to a maximum of three shells. 

“In view of these facts and many 
others which are apparent to all think- 
ing sportsmen and conservationists, 
and in view of the further fact that 
the findings of the National Commit- 
tee on Wild-Life Legislation during 
the past eighteen months, which indi- 
cates that the widespread use of 
magazine shotguns carrying from five 
to nine shots at one loading results in 
the excessive killing and needless 
crippling of migratory game birds, be 
it resolved, that the American Game 
Conference recommends to the Secre- 
tary of Agriculture and to the Migra- 
tory Bird Advisory Board that seri- 
ous consideration be given to the ad- 
visability of restricting all shotguns 
to a maximum of three shots at one 
loading for the taking of migratory 
game birds, becoming effective Feb. 
1, 1982.” 


D ELEGATES to the Seventeenth 


‘THREE 


at one loading 


The conference also adopted a new 
American game policy which would 
provide some form of compensation 
to farmers or landowners as an in- 
ducement to restore and increase wild 
game resources. The plan was ap- 
proved as a part of the national game 
policy after a heated discussion. The 
move is declared by conservationists 
to be the most important and wide- 
sweeping step ever taken in the his- 
tory of wild life restoration. 

When put into effect by national, 
State and local agencies, it will con- 
stitute the first practical incentive so 
far offered farmers generally to make 
every countryside an ideal habitat for 
useful birds and animals, which have 
been rapidly disappearing from pri- 
vate lands because of the owners’ lack 
of interest and the despoiling of fa- 
vorable wild life shelter and food. 
The result of this program will be not 
only far-reaching preservation of 
game alone, but of all useful species, 
the conservationists said. 

Opposition to the policy, centered 
entirely on this plan and overruled 
by a heavy vote in its favor, concurred 
in the need of a radical change in con- 
servation efforts, but voiced fears that 
bringing farmers into competition as 
game husbandmen might disrupt sys- 
tems already established and declared 
to be working well in certain States. 

Aldo Leopold, chairman of the com- 
mittee which worked for two years 
in preparing the policy, held that even 
if the system still prevalent in most 
States were effective in producing a 
game crop, it is increasingly inef- 
fective in maintaining free public 
hunting on farms, because, as hunters 
increase, trespass becomes a nuisance, 
and posting follows. This has been 
the inevitable result on farm lands, the 
greatest areas open for hunting. 

The plan was upheld by Seth E. 
Gordon, conservation director of the 
Isaak Walton League; Senator Harry 
B. Hawes of Missouri, and other lead- 
ing conservationists of the country. It 
was also backed by actual experiments 
carried on in Michigan and Texas, 
which were said to have inspired the 
immediate interest of landowners and 
an increase in game stock. 


HOTS © 


Seven fundamental actions were 
recommended in carrying out the pol- 
icy and these, briefly, were as follows: 

1—Extend public ownership and 
management of game lands. 

2—Recognize the land owner as the 
custodian of public game, protect him 
from the irresponsible shooter and 
compensate him for putting his land 
in productive condition. Make game 
management a partnership to which 
the land owner, the sportsman and the 
public each contribute. 

8—Bring the three parties into pro- 
ductive relationship. 

4—Train men for skillful game ad- 
ministration. 

5—Find facts on what to do on the 
land to make game abundant. 

6—Recognize the non-shooting pro- 
tectionist and the scientist as sharing 
with sportsmen and land owners the 
responsibility for the conservation of 
wild life. 

7—Provide funds. Insist on public 
funds from general taxation for all 
betterments serving wild life as a 
whole. Let the sportsmen pay for all 
betterments serving game alone. 

Other resolutions adopted urged 
that members encourage and support 
laws to stop the sale of black bass 
and encourage the conservation of 
wild life and .favored providing pre- 
serves for game. 

Dr. W. B. Bell, in charge of the di- 
vision of biological investigations of 
the United States Bureau of Biologi- 
cal Survey, was among the speakers. 

William C. Adams, Massachusetts 
Game Commissioner, was elected 
chairman of the conference for the 
coming year. Vice-chairmen elected 
were Dave Madsen of the United 
States National Park Service, E. Lee 
Le Compte of the Maryland Conser- 
vation Department, Alva Clapp of the 
Kansas Game and Fish Department 
and Hoyes Lloyd of the Canadian Na- 
tional Park System. 

Senator Frederic C. Walcott of 
Connecticut, chairman of the special 
committee of the Senate on wild life 
resources, was the principal speaker 
at the annual dinner of the confer- 
ence. 
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One of Those Banquets! 


By SAUNDERS NORVELL 


Y old think tank is not working very well 

today. Went to an association banquet 

last night. Main ballroom of a great 

hotel. Beautiful room. Speakers’ tabie 
full of flowers and backed with national flags. Lis- 
teners’ tables with large numbers on them. One 
thousand people—ladies and gentlemen. 

Banquet announced for 7 o’clock. Stand around 
with high, uncomfortable collars, stiff shirts and pat- 
ent leather shoes. Those who have attended room 
parties before the banquet talking the loudest. You 
can spot them. They give each other massage treat- 
ment. Distinguished guests file in. Everybody un- 
comfortably stands waiting for the toastmaster to give 
the signal to sit. Serving machinery starts. Waiters 
rub dishes around your neck and drop gravy on your 
new dinner coat. 

At this banquet there are moving pictures as well 
as oratory. There, of course, are the gentlemen who 
get up and move around among tables visiting. They 
shake hands and say “How are you,” and you say 
“Fine.” Then the photographer gets up on a ladder 
and almost breaks his neck but escapes. You are 
sorry! There is a flash and your picture is taken. 
Everybody’s picture is taken. Later on during the 
banquet they come around taking orders for the pic- 
ture. Business is very dull. Everybody takes a look 
at the picture, but evidently do not like their par- 
ticular picture. I watched but didn’t see an order 
booked. The photographers were in the midst of a 
major depression. 

Then the president of the association got up and 
in a few “well chosen words” introduced the toast- 
master. The toastmaster announced that contrary to 
all precedent with toastmasters, he would not do all 
the talking. He would leave the talking to the orator 
or orators of the occasion. Loud applause. Then 
the toastmaster told a story that lasted exactly seven- 
teen minutes. Of course this story was by special re- 
quest and was all about the toastmaster himself and 
his adventures. Then he introduced a very prom- 
inent gentleman who talked for 45 minutes straight 
about the accomplishments of his committee. They 
were great accomplishments all right and worthy of 
all honor and respect, but the chairs at this banquet 
had no side arms and no cushions. They were hard. 
Guests adjusted their anatomies first on one side and 
then on the other side on these hard chairs. For long 
banquets, allow me to recommend chairs with arms 
and cushions. Sandow, the strong man, once told 
me in London he could get all the exercise he needed 
just with one chair. But most of us do not want to 
be Sandows. After this speech the movie picture man 


got busy and the moving pictures were good. Very 
good. Thank the good Lord they were not talking 
pictures. Just plain, ordinary, silent movies, with 
printed explanations every now and then. This movie 
idea in between speeches is to be recommended. Those 
who do not care for the pictures can sleep and get 
ready for the next ordeal. 

Then another humorous talk by the toastmaster, in- 
troducing the next speaker. This speaker could speak. 
I have heard him before, and he knows how to speak. 
But, unfortunately, he had been attending a room 
party before the banquet and the toastmaster didn’t 
give him sufficient time to recover. However, by patch- 
ing up various parts of his speech and rearranging 
them in our minds, we managed to understand what 
he was trying to talk about, and his ideas were all 
good. We approved of thém. But ideas somehow are 
not always consecutive after a room party. Finally 
he finished. Then some more moving pictures. I 
was enjoying these pictures when a very large and 
heavy friend of mine came over and rested on my 
neck while he explained to me some confidential things 
that he thought I should know. He had also attended 
a room party. He spoiled that movie for me. 

So the evening progressed. A speech and a movie, 
then another speech and another movie. As I have 
stated above, this was a very large ballroom. One 
advantage of the movie is in the fact that there is 
darkness, and in the darkness the guests unobserved 
can slip out. When the lights were turned on after 
each movie, I figured the list-of fatalities. We only 
lost 10 per cent at the first movie, but after the 45- 
minute talk and the talk of my friend who attended 
the room party, there was a heavy, silent movement 
to the back doors. As I am fond of statistics, I par- 
ticularly noted that during this third movie we lost 
20 per cent of the audience. So we progressed from 
speech to speech and from movie to movie. Wearing 
a wrist watch, I could carelessly put my hand in front 
of me and note the passage of time without displaying 
bad manners. Being something of a host on this oc- 
casion, I could not leave. I could not join the shadowy 
forms that more or less silently moved to the-rear 
doors as the movie reeled away. I was reminded of 
the old story of the man who went to a party, but 
was terribly bored, and finally adjourned to the men’s 
dressing room where there were free cigars. He 
lighted a cigar and noting a fellow sufferer, he re- 
marked: “Pretty tiresome, eh? I guess I'll go home.” 
The other man looked at him with a wan smile and 
said: “I wish I could join you, but I can’t.” “Why 
not?” inquired the first man. “Because I happen to 
be the host,” replied the tired gentleman. 
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It was just twelve o’clock when we reached the 
ninth speaker. I knew this speaker well. I had 
heard him tell the story of his foreign travels at a 
private dinner. It was an intensely interesting story, 
but when at twelve o’clock, after hearing all the other 
speeches and looking at all the movies, his turn came, 
something had certainly happened to this friend of 
mine. He made a good start, but then the radio man 
came up and pushed a microphone in front of him, 
almost in his face. This rattled my friend. The 
microphone gave his voice a very peculiar sound. My 
friend is a real “he-man,” strong and husky, but the 
microphone gave him a high, falsetto voice. Then 
my friend was so much affected by the late hour, the 
other speakers, the movies or by the gravity of the 
occasion that he left out all the interesting human 
touches in his talk that I had heard before, and turned 
his speech into a lesson in geography. It was good 
geography, but it wasn’t interesting. 

Then, again, darkness, and the shadowy forms 
again drifted steadily to the rear. At 12.16, exactly 
by my wrist watch, the lights were turned on again 
and only 10 per cent of us were left. Throughout the 
room there were broad areas of table cloth, water 
pitchers and empty glasses. Hundreds of gold backed, 
uncomfortable chairs were scattered here and there. 
That dining room looked like a wilderness. Crumpled 
napkins were piled up on the tables like ice hum- 
mocks at the South Pole. As I gazed around, I re- 
membered the words of a poem: 


I feel like one who treads alone 
Some banquet hall deserted, 
Whose lights are fled; 

Whose garlands dead, 

And all but him departed. 


If the above quotation is incorrect, please do not 
write. I am dictating from memory. I have often 
repeated the words of that poem the morning after. 
It is one of my pet poems, so don’t tell me I have 
quoted it incorrectly. It is good enough as it is. 

As I gazed about this banquet room, I also thought 
of the old guard at Waterloo. They surrounded Na- 
poleon. Grimly they stuck to their posts. After every 
volley from the English their numbers were deci- 
mated. Those who were left simply closed up their 
ranks. History states that the English, at last taking 
pity upon the old guard, called on them to surrender, 
and the captain of the guard shouted: “The old guard 
dies, but never surrenders!” This is history, but 
Victor Hugo writes in his wonderful description of 
the Battle of Waterloo that Cambronne, the captain 
of the old guard, called back to the English in reply 
to their demand for surrender, just one word, and 
that word in French was “Merde!” I will not attempt 
to translate that word. Under the circumstances it 
was a curious word, but of course if Victor Hugo 
used that word, then I have the right to use it in this 
article. So go and get your French dictionaries. But 
as I was saying, when we came to the last speaker I 
felt just like the captain of Napoleon’s old guard, and 
I think if I had been called upon to say anything at 
that moment, I would have said the same thing he 
said—“Merde!” 


At last it was over. The “old guard” crowded 
around the speakers’ table and attempted to surround 
them in such a manner that they could not see the 
empty tables they had been addressing. The last 
form of entertainment had been a movie, and during 
that movie even some of the strongest men had faded 
and were carried out. But we of the “old guard,” 
God have mercy on our souls! shook hands with these 
speakers and congratulated them upon what they had 
done. I singled out the toastmaster as my prey. I 
shook him by the hand and patted him on the back, 
just like any one of Sinclair’s sixty million Babbitts. 
I have a habit of doing one thing and thinking. of 
another. Sometimes this habit gets me into trouble 
because it leads to absent-mindedness. But as I con- 
gratulated this speaker on the wit of his stories, I 
thought of the poem about Helen of Troy. The poet 
was extolling Helen’s wonderful beauty. The loveliest 
woman in all the world. The woman who threw all 
the nations of Greece into warfare. You know, she 
was carried away to Troy by Paris and after twenty 
years her husband (he was rather slow about it) fixed 
up an expedition and set sail from his country for 
Troy to take Helen back. If you have read “Helen of 
Troy” no doubt you enjoyed the meeting between 
Helen and her husband after twenty years. Menelaus 
burst into the room in her palace, all covered with 
the dust and blood of battle. In his hand was his 
bloody sword. You can see him breathing deeply. 
Helen crouched in a corner of the room, exposed her 
lovely bosom and said in perfect Greek: “Strike.” 
But her husband, overcome by her marvelous beauty, 
lowered his sword and remarked: “Helen, go pack 
your hat box. We are going home.” However, I 
didn’t intend to tell this story, even if it is a good one. 
What I intended to say was that as I shook the hand 
of this toastmaster and praised his performance that 
night, I thought of what a poet wrote of Helen. “A 
smile that launched a thousand ships.” But here was 
a toastmaster whose voice had set in motion a thou- 
sand guests! The picture of those retreating, shad- 
owy forms came back to me, as I grasped his hand. 

The hands of my wrist watch pointed to 12.35. 
There was only one thing to do, and that was to in- 
vite this toastmaster to my room in the hotel. I also 
invited some of the “old guard.” Such a banquet as 
this should not be passed over without pouring a liba- 
tion to the gods. Finally, when I got him into an arm- 
chair with a bottle of White Rock close to his hand, 
he looked up and said: “Well, boys, how did I do?” 
And with one voice we all cried out: “FINE!” 

So today my think tank needs oiling. There is sand 
in my mental gears. There is carbon in my carbure- 
ter. Iam going home early tonight, but before I leave 
my desk, I am dictating this article because I wish 
to form an association—an association for the protec- 
tion of guests against toastmasters and speakers at 
banquets. Of course I don’t mean by this that we 
should never have any more speaking. In this re- 
spect I have offended myself. I plead guilty. “Mea 
culpa!” But as the Christmas season approaches, 
when the unemployed in manufacturing establish- 
ments, in jobbing houses, among district sales man- 


(Continued on page 80) 
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Is there aJoker in the\ 


By CHARLES J. HEALE 


ITH Congress again in session, attention 

of business men is focused on the possi- 

bility of action being taken on the Capper- 

Kelly Fair Trade Bill. Majority opinion, 

as expressed by independent manufacturers, whole- 
salers and retailers in their conventions, is certainly 
hopeful that prompt and favorable action will be taken. 
It is the general belief that this bill provides the 
necessary machinery to legalize price control on stand- 
ard, brand marked merchandise, and that in practice, 
price cutting can be eliminated when and where a 
manufacturer sincerely wishes a uniform retail price 
on his goods. If this be so, the benefits to the average 
retail hardware dealer are obvious, and the bill truly 
merits hearty support of the most aggressive nature. 


The first thought is naturally the-removal of the acute 
price competition by chain and mail order stores, pro- 
viding a status which would put the future of all retail- 
ing on an equitable basis where the contest would be in 
merchandising and service. 

But is this so? Does the bill in its present revised 
form offer an adequate legalized means to effect com- 
plete retail price control? Before writing Congress- 
men and Senators urging passage, let us study: briefly 
the history of this bill, and see what it really provides. 
Perhaps we shall prefer a further delay and stronger 
terms than are now offered. 

Justice Louis D. Brandeis, prior to his elevation to 
the Supreme Court Bench, prepared the original draft 
many years ago. For at least ten years Senator Arthur 





A BILL 


To protect trade-mark owners, distributors, and the 
public against injurious and uneconomic prac- 
tices in the distribution of articles of standard 
quality under a distinguishing trade-mark, 
brand, or name. 

Be it enacted by the Senate and House of Repre- 
sentatives of the United States of America in Con- 
gress assembled, 

That no contract relating to the sale of a com- 
modity which bears (or the label or container of 
which bears) the trade-mark, brand, or trade-name 
of the producer of -such commodity, and which is in 
fair and open competition with commodities of the 
same general class produced by others, shall be 
deemed to be unlawful, as against the public policy 
of the United States or in restraint of interstate or 
foreign commerce or in violation of any statute of 
the United States, by reason of any agreement con- 
tained in such contract— 

That the vendee will not resell such commodity 
except at the price stipulated by the vendor. 

Sec. 2. Any such agreement in a contract in re- 
spect to interstate or foreign commerce in any such 
commodity shall be deemed to contain the implied 
condition— 





THE TEXT OF CAPPER-KELLY BILL 


The amended bill, designated “House Calendar 
No. 99, H. R. 11 Report No. 536” is as follows: 


(a) That during the life of such agreement all 
purchasers from the vendor for resale at retail in 
the same city or town where the vendee is to resell 
the commodity shall be granted equal terms as to 
purchase and resale prices; 

(b) That such commodity may be resold without 
reference to such agreement— 

(1) In closing out the owner’s stock for the pur- 
pose of discontinuing dealing in such commodity or 
of disposing, toward the end of a season, of a sur- 
plus stock of goods specially adapted to that season; 

(2) With notice to the public that such commodity 
is damaged or deteriorated in quality, if such is the 
case; or 

(3) By a receiver, trustee, or other officer acting 
under the orders of any court or any assignee for 
the benefit of creditors. 

Sec. 8. Nothing contained in this Act shall be con- 
strued as legalizing any contract or agreement be- 
tween producers or between wholesalers or between 
retailers as to sale or resale prices. 

Sec. 4. As used in this Act— 

(1) The term “producer” means grower, packer, 
maker, manufacturer or publisher. 

(2) The term “commodity” means any subject of 
commerce. 
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e\Capper-Kelly Bill ? 


Has this much indorsed proposed price legislation 
lost its teeth? Does it provide the required legal 
Does its present revised form 
actually give price cutters protection through a 


machinery? 


technical loophole? 


Before giving further indorsements 
LET’S LOOK IT OVER 


Capper and Congressman Clyde Kelly have jointly spon- 
sored what is now designated as the Capper-Kelly Fair 
Trade or Resale Price Bill (H. R. 11). Its inception 
was inspired by stringent interpretations of the Sher- 
man Anti-Trust Laws and the related Clayton Act. 
Early in its history the bill was generally approved by 
independent retailers in all fields. Unqualified indorse- 
ments have been given by an estimated 1200 trade asso- 
ciations, embracing practically all of the agencies of 
production and distribution. Twice a referendum of 
the U. S. Chamber of Commerce has resulted in a favor- 
able majority. 

The sincerity of Senator Capper and Congressman 
Kelly cannot be questioned, as both have worked stren- 
uously for its passage, firm in their belief that such 
action would be a genuine boon to the further develop- 
ment of American commerce. Through successive dis- 
appointments, including revisions and non-passage, 
trade interest has been revived at almost every session 
of Congress, and various trade bodies have again and 
again reaffirmed their earlier indorsements. 

In a prior form, the Resale Price Bill legalized price 
control from the manufacturer to the consumer. It 
permitted a contract that was all embracing, whether 
goods were distributed direct from producer to retailer 
to consumer, or through wholesaler to retailer to con- 
sumer or other agencies. Its passage would have meant 
an equal selling basis for all retailers, on standard 
trade-marked goods. The manufacturer would have 
the machinery for curbing unwarranted price cutting, 
and if his goods had merit, he was assured a continuous 
satisfactory outlet for his merchandise. To the inde- 


pendent retailer and wholesaler the benefits appeared 
even greater. : 

As it stands today, there may be a loophole in the 
structure of the Capper-Kelly Bill—the kind of a tech- 





With this rather exhaus- 
tive survey of the Capper- 
Kelly Bill available, based 
on facts from presumably 
reliable and competent 
sources, HARDWARE AGE 
urges an immediate open 
forum for discussion, and 
hereby opens its columns 
to one and all for that pur- 
pose. In so doing the 
Editors believe they are 
rendering a distinct and 
necessary service not only 
to the entire hardware in- 
dustry and trade, but also 
to the entire structure of 
American commerce. Am- 
ple space will be available 
for the joint sponsors of. 
this bill to explain away 
any of the objections that 
have been presented. 

THE EDITORS 











nicality which may shut the front door of distribution, 
but leave the back door open for continued price cut- 
ting. It would seem that this measure goes only half 
way, as the manufacturer with good intentions cannot 
control prices on his goods beyond the wholesaler’s 
resale. 

The present bill would legalize a resale price agree- 


. ment between the manufacturer and wholesaler, and 


would also permit a similar second contract between 
wholesaler and retailer—but it would take two separate 
contracts to really correct the evil of price cutting to 
the consumer. The making of the second contract 
would be entirely optional between wholesaler and re- 
tailer, and is not covered specifically as a condition the 
manufacturer may impose upon the wholesaler when 
making the first contract. 

Obviously, mail order houses, chain organizations 
and others wishing to sell standard goods at cut retail 
prices, could easily form dummy _ corporations, 
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ostensibly operating as wholesalers. Such dummy com- 
panies might readily enter into the newly legalized 
resale price contract with manufacturers and observe 
in spirit and fact such contract by selling their own 
retail stores (operating as separate corporations) at 
the agreed prices, but, of course, without the permis- 
sible (but not imposed) second contract. Such retail 
stores could then sell at their costs or below, the profit 
of the parent or holding company being made entirely 
in the so-called wholesale end of the business. 

To refute such argument, proponents of the present 
bill state that the manufacturer has a right to refuse 
to sell when he can detect or suspect such a contingency. 
If this is all the Capper-Kelly Bill offers by way of 
price protection, it is totally superfluous, as without its 
passage a manufacturer may today refuse to sell. 

Concurring in opposition to the Capper-Kelly Bill in 
its present amended form, the Law Committee and 
Board of Governors of the National Electrical Manu- 
facturers Association reversed its early opinion, and 
after careful study voiced its disapproval early this 
year, offering the following reasons for this action: 

“The Capper-Kelly Bill was formally approved by the 
Board of Governors because it intended to provide, and 
did provide, for complete resale price maintenance, that 
is, from manufacturer to the ultimate seller to the 
consumer, and was concerned solely with resale price 
maintenance. 

“The present Capper-Kelly Bill, as amended by the 
Committee on Interstate and Foreign Commerce, does 








not provide that the manufacturer can by contract 
enforce resale price maintenance up to the last seller 


to the consumer. It provides only for a contract for 
resale price maintenance between the manufacturer and 
the first person to whom he sells. The person to whom 
he sells may in turn contract with his purchaser for 
resale price maintenance, but any seller can only con- 
tract with the purchaser from him. 

“The net result of this would be in the electrical 
business where distribution is through jobbers and then 
dealers, that the manufacturer could compel the jobber 
to resell at-a price stipulated by the manufacturer, and 
the jobber could compel his dealers to resell at a price 
stipulated by the jobber, but the manufacturer could 
not control the resale price which the jobber could 
stipulate, and the result might easily be that jobbers 
selling the same line of goods would stipulate different 
resale prices for the dealer. 

“Section 2 of the Bill as amended is ambiguous in 
that it is not clear whether any one selling for resale 
at retail in the same city or town must sell at the same 
price to every purchaser regardless of quantity. 

“Section 2 also provides that a contract for price 
maintenance shall not prevent the selling at other than 
the stipulated price toward the end of a season of a 
surplus stock of goods specially adapted to that season. 
There is too much indefiniteness in the use of the 
phrases ‘toward the end of the season’ and ‘specially 
adapted to that season.’” 





What the Sponsors of the Capper-Kelly Bill Say About This Article 





Before going to press HARDWARE AGE submitted this story to Congressman Clyde 

Kelly and Senator Arthur Capper. Mr. Kelly wrote and signed the statement 

below and Mr. Capper expressed his approval of his colleague’s statement as 
indicated. 


It is scarcely worth dignifying with reply the 
statement that under the Capper-Kelly bill, mail 
order houses, chain organizations and others 
wishing to sell standard goods at cut retail prices 
could and would form dummy corporations to 
buy at wholesale from the manufacturer and then 
order their retail units to carry on predatory 
price cutting on the goods. 

The Capper-Kelly bill, in its present form, 
legalizes a contract between vendor and vendee 
in the distribution of trade-marked goods. It 
must be agreed that whether the vendor is a 
manufacturer or wholesaler such a contract is 
legalized. 

This law will in no way change present right 
of the manufacturer to refuse to sell his goods 


for any reason. Therefore, he would certainly 
state in advance that he refuses to sell te any 
wholesale organization which lends its assistance 
to the destruction of the good will of a product 
by permitting price cutting. 

The genuine wholesaler is willing and eager to 
cooperate with the maker of standard goods and 
with retailers, for protection against the unfair 
competition of price cutters who use standard 
goods for bargain bait. He will make agreement 
with retail distributors as to resale price and this 
agreement will be held good in courts of justice, 
according to the terms of the law. 


(Signed) CLYDE KELLY, 


I approve the above (Signed) ARTHUR CAPPER. 
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How to Get Started Selling Toys 


After a good many years in the retail hardware business on 
Chicago’s northwest side at 3935 Irving Park Boulevard, Oscar 
Fisher, past president of the Chicago Retail Hardware Association, 
has had his experience with good times as well as bad. Currently, 
his buying tactics have been shaped to suit the situation; never- 
theless he is buying and intends to sell a $3000 stock of toys. 
“Suppose you were asked by some good dealer friend who had 
had no experience with toys, how to go about preparing to get 
some of the holiday toy business. What would you tell him?” 
That question was put to Mr. Fisher and this article is his answer. 


HERE’S money in toys 
for the hardware mer- 
chant, if he will use dis- 
cretion in buying them. 
The dealer who has never handled 
toys for the holiday trade must 
proceed carefully, without being 
cautious to the extreme. One thing 
is certain about toys or any other 
type of merchandise for that mat- 
ter: You can’t sell unless you 
stock. Display naturally follows. 
What a merchant can move de- 
pends somewhat upon his location, 
but most dealers are so situated 
that they can cash in on the 
Christmas rush, providing that 
they prepare for it correctly. 
Variety and good display, out- 
side and inside, are the life of a 
good holiday stock. As soon as a 
dealer gets a reputation for carry- 
ing a satisfactory selection of 
toys, his Christmas trade will re- 
turn to him year after year. He 
must establish his store as a 
source of toys, and if a hardware 
merchant feels certain that he 
wants to get into the toy business, 
and stay in it from season to sea- 
son, he should not be reluctant to 
tackle the job. Success, as in 
most any endeavor, depends, to a 
great extent, on how much faith 
you have in the enterprise and 
the amount of effort you place be- 
hind the idea. 
In our own case we have been 
handling toys long enough to know 


By OSCAR FISHER 


what to expect under almost any 
conditions. When we buy our 
Christmas stock we don’t feel we 
are taking any chances. However, 
the hardware dealer who is just 
beginning to take an interest in 
toys should look over his ground 
with a watchful eye beforehand. 
Unless the dealer makes it a point 
to observe what other dealers 
handling toys are selling, or what 
toys are attracting the attention 
of children, he is apt to make some 
mistakes in selecting his toy stock. 
As about 85 per cent of the toys a 
dealer needs to make a proper im- 
pression are of the holiday type, 
these if unsold must be carried 
over until the next season. The 
remainder, consisting largely of 
wheel goods and some similar 
staple toys, can be sold through- 
out the year. 

Youngsters are very much like 
grown-ups, in that they are also 
influenced by the stylish factor. 
It is a waste of effort to attempt 
to sell a boy or girl a plaything 
that is out of date. They simply 
will not have it. Right now we 
are trying to dispose of a few toys 
which several seasons ago were in 
popular demand. We are closing 
them out at low prices, because 
our juvenile customers and their 
parents know that they have gone 
out of style. Last year certain 
toys were popular; this year we 
must have some new things to 





OSCAR FISHER 


show. Always keep in mind that 
the children are style-conscious. 

In contrast, scooters, wagons, 
velocipedes and similar juvenile 
vehicles are always good. Games 
go well, too, but even in games 
the dealer must cater to the vogue 
of the times. Golf sets for chil- 
dren are another new item we will 
offer this year. Airplane con- 
struction sets, we believe, will 
again be in good demand, judging 
by the way they sold last Christ- 
mas. Toys ranging in price from 
a quarter to a dollar seem to com- 
mand a good market every season, 
and,a buyer can hardly go wrong 
on this class of merchandise. 

In this climate an excellent de- 
mand always prevails at Christ- 
mas time for play equipment for 
ice and snow pastimes. Ice skates, 
hockey sticks, skis and sleds sell 
freely. Boats, roller skates and 
electric toys are live items. In 
games we are pushing the follow- 
ing at the present time: Poker- 
ette; Arkitoy; Radio Question- 
naire; Gee-Whiz Racing; Pitch 
’em; Putt-in-Play parlor golf and 
Mosaic. With the small tots. we 
expect Happy Childhood Painting 
Sets, Safety Blocks and Birkola 
Animals to be popular. For the 
boys our tools and tool chests, 
ranging in price from 98c. to 
$2.50, are usually in brisk demand. 
Among the games this season the 

(Continued on page 76) 
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The Nation’s Balance Sheet 


From an Article by Louis Guenther in “The Financial World” 


UR natural optimism, based 
C) upon our intuitive confi- 
denéé: in tiie’ nation’s in- 
herent financial satrength, has 
maintained our faith im our abil- 
ity quiéKkly to cast asidé-the acute 
depression in Whieh + we have wal- 
lowed for the last. fourteen 
months. 

Yet outwardly, up: pe he present 
moment, we have found .ourselves 
unable to ‘shake off this incubus. 
The wish, has sited.the desire 
to be up and loing a good business 
is seemingly L for the 
time id Pes 

In such a mood “aa we now find 
ourselves. We close our ears to 
those reports which, under more 
normal business conditions, would 
readily be accepted as reliable 
weather vanes showing from 
which direction the trade winds 
are blowing. Instead of exercis- 
ing rational processes of thought 
in analyzing conditicns, our minds 
are filled with distrust. 


While we may have reckoned 
upon a much earlier trade revival 
which did not come as was ex- 
pected, we should not permit this 
disappointment to lead us to think 
that our recovery is long post- 
poned, for such is far from the 
actual fact. 

In the essentials upon which 
national prosperity is fundamen- 
tally nurtured, no error has been 
committed by the best minds of 
the country in surveying its fu- 
ture. In this respect they express 
a sound judgment which is con- 
vincingly amplified by the balance 
sheet which America can present 
of her financial condition. 

That balance sheet, which The 
Financial World has_ compiled 
from the available statistical rec- 
ords of the national resources and 
income, covering nearly a quarter 
of a century, tells the facts in fig- 
ures regarding our resiliency in 
responding quickly to the correc- 
tive forces which gradually assert 


themselves when the destructive 
influences of a depression have 
spent themselves. 

Let us carefully study the na- 
tional balance sheet on the follow- 
ing pages. It tells the story that 
every business man wants to know 
about our financial stability and 
the capability of business again to 
expand to prosperous proportions, 
once we can succeed in replacing 
the feeling of pessimism with con- 
fidence. 

Such an inspection brings forth 
the inspiring fact, the most essen- 
tial in estimating the extent of the 
country’s potential purchasing 
power, represented by the public’s 
accumulation in the banks, that 
that power instead of being seri- 
ously impaired by the recent de- 
pression, has actually expanded 
and is now at the highest peak 
ever recorded in our history. 

In simmering this diagnosis of 
the Nation’s Balance Sheet down 
to a concrete conclusion, it is un- 
necessary to consider the co-re- 
lated statistics that contribute to 
our national wealth. They simply 
form the spokes of the wheel 
around which it. revolves. 

Our commerce must emanate 


(Continued on page 62) 


WEALTH OF THE UNITED STATES 





A POPULATION 
Year 


A GOVERNMENTAL FINANCES 
Pusuic Dest: 


111,694,000 


ay aa. 918,000 
976-251.000 ,000 


22; 349, 688, ‘000 





A BANKING 
Money 1n CrrcunaTIon: 
1906 


888 
333 


S38 
358 


3 
38 
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Amount 


Year Amount Amount 
BuiLpIne anp LOAN AssocIATIONS 
1906 


8,016,034,000 
,8,695,145,000 


.727,736,843,000 


ANEW YORK STOCK EXCHANGE ‘TRANSACTIONS 
NouMBER oF SHARES SoLp: eetien 
196,439,000 921.. 
197,206,000 ee tee 1,124,991,000 
000,000, 
$49,736,351,000 


ME Wenn gieete nese 67,478,138,000 
t75,018,855,000 


-.+ 36,874,717,000 
- 47,379/029,000 
148,488,763,000 


95,206,314,000 
103,600,000,000 


338 


38 


ACOMMERCE AND TRANSPORTATION, 


‘510,033 ,000 
564,606,000 
566,833,000 
563,609,000 

RED 


A PRODUCTION 
Farm Propvucts: 
von, Tae 784,000, $14,811,000,000 
. eee... 10,268,000,000 
. 11,211,000,000 
12,219,000,000 


23,398,000 1920 42,133,000 
23,363,000 19,784,000 
14,023,000 35,603,000 


23/955,000 ¢ 44,944,000 


25,307,000 { ee 36,926,000 

25,781,000 { 16,688,000 

15,936,000 { 26,825,000 

5,795,000 39,721,000 
369,783,000 ¢ 577,008,000 2 508,471,000 
444,106,000 608,000,000 

456,718,000 

570,303,000 


99,081,000,000 


*$25,601 ,000,000 
* 26,604,052,000 


6,609,852,000 


4 TOTAL WEALTH: 
Census: 
By THE — OF THE poeeees seenakiaie cristata it eaititains 
Per capi ta $1,318 Per capita $1,950 Per capita $2,918 
L TRADE CoMmMISSION: 
By THE on = 
Per capita $3,300 


*Includes $10,000,000,000 Intergovernmental debt. tAs of June 1. tAs of June 30. 











48 


HARDWARE AGE for DECEMBER II, 1930 





ANTI-FREEZE REQUIREMENTS 
Cooling System Capacities by Makes and Models 


Auburn 6-66, 1926 174%, 
Auburn 6-66, 1927 14 
Auburn 8-77, 8-88, 1926, 

1927 20 


Auburn 76, 1928 15 
Auburn 88, 1928 16 
Auburn 115, 1928 20 
Auburn 6-80, 1929, 1930 19 
Auburn 8-90, 1929, 1930 22 
Auburn 120, 1929, 1930 25 


Austin 1930 6 


Blackhawk L6, 1929, 1930 24 
Blackhawk L8, 1929, 1930 26 


Buick Std., 1926, 1927 12 
Buick Mstr., 1926, 27 18 
Buick 115, 1928; 40, 1930 16 
Buick 120 & 128, 1928 20 


Buick 116, 40, 1928, 29, 39 17 


Buick 121, 129 1928,29 22 
Buick 50, 60, 1930 22%, 
Buick 8-50 12 
Buick 8-60 15 
Buick 8-80, 8-90 19 
Cadillae 314 22 
Cadillac 341A, 341B 353 24 
Cadillac 453 28 
Chandler 35, 1926, 27 20 
Chandler Spec. 6 16 
Chandler Std. 6 10 
Chandler Roy. 8, Big6 22 
Chandler 65 12 
Chandler Royal 75 17 
Chevrolet, 1929, 1930 10 


Chevrolet, 1926, 27, 28 8 
Chrysler 52, 66, 1929 14 


Chrysler 58, 1925, 26 13 
Chrysler 60, 1926 12 
Chrysler 62 11 
Chrysler 70, 1925, 26,27 16 
Chrysler 72 17 
Chrysler, 80, 1926, 27 20%, 
Chrysler 65 13 
Chrysler 75 15 
Chrysler 70, 77, 1929 21 
Chrysler Imp. 80 21 
Chrysler Six 1930 12 
Chrysler 8, 1930 16 
Cleveland 31, 1925, 26 10 
Cleveland 43, 1925, 26 16 
Cord, 1929 28 
De Soto All 11 
Diana All 18 
Dodge Bros. Four, 1924, 
1928 11 
Dodge Bros. Std.,1928 13 
Dodge Bros. Senior, 1928, 
1929 17 
Dodge Bros. Vie’y, 1928 12 
Dodge Bros. 6,1929,30 16 
Dodge Bros. 8, 1930 17% 
Duesenberg St.8,1929 28 
duPont G. 1929, 1930 26 


Durant 55-65, 60, 63, 66, 


1929 12 
Durant 75, 70, 6-17 14%, 
Durant 40, 1929 8 
Durant 6-14 14 
Elcar 6-70 13 
Elcar 8-82 17 
Elcar 8-90 21y, 
Elcar 8-78 16 
Elcar 8-91, 8-92-120 22 
Elear 75, 75 A 14 
Elcar 95 & 96, 1929, 1930 18 
Erskine 6, 52, 1929 13 
Essex Six All 19 
Flint E-80 and 55 19 
Flint Z-18 11 
Flint 60 13% 
Flint 80 18 
Ford T, 1924 to 27 12 
Ford A 12 
Gardner 6-B, 75, 80, 

85-88, 90, 95, 136 17 
Gardner 8-B, ’26, 140-’30 19 
Gardner 150, 1929, 1930 23 
Graham Std. 6 18 
Graham Spec. 6 20 
Graham Spec. & Std.8 26 
Grah. Paige 610, 614, 615 20 
Grah. Paige 619, 629, 835 26 
Graham Paige 612,1929 18 
Graham Paige 621,1929 25 
Graham Paige 827,837 27 
Hudson, 1924 to 1927 16 
Hudson, 1928, 1929 22 
Hudson Eight 18 


Hupmobile 6, 1926, 27, 28 13 
Hupmobile 8, 1925, 26, 27 19 
Hupmobile M-8, M, 1929 22 


Hupmobile S, 1929 13 
Hupmobile S, 1930 14 
Hupmobile C, 1930 20 
Hupmobile H and U 28 
Jewett New Day, ’26,27 12 
Jordan A, 1926, 1927 20 
Jordan J Eight, E, ’26-29 17 
Jordan R 12 
Jordan JE 20 
Jordan G, T, 1929,1930 18 
Kissel 6-70, 6-73 16 
Kissel 8-80, 8-80S, 8-95 20 
Kissel 8-90, 8-126 24 
LaSalle, 1928 20 
LaSalle 328, 1929 21 
LaSalle 340 24 
Lincoln, 1925, 26, 27 30 
Lincoln 8, 1928, 1929 32 
Loco. Jr. 8 All 18 
Loco. 48, 1924, 25, 26, 27, 

28 32 
Loco. 90, 90, 1929 19 
Loco. 8-70, 1928 21 
Loco. 8-80, 1928, 86, 88, 

8-80 : 23 
Locomobile 48, 1929 27 


Marmon 6, 1924, 25,26,27 22 
Marmon Eight 18 


Marmon 68, 1928 18 
Marmon E75, 1928 22 
Marmon 68, 78, 1929 20 
Marmon 69, .1930 16 
Marmon 79, Big 8 28 
Marquette, 1929, 1930 12 
McFarlan St.8andTV 20 


Moon A-6, 1924, 25,26 15 


Moon 6-60 12 
Moon 6-72 14 
Nash Light and Std. 6, 

1926, 27, 28 11 
Nash Adv. & Spec., 1926 22 
Nash Adv., 1927, 28 22 
Nash Spec., 1927 20 
Nash Spec., 1928 16 
Nash Adv. 400, Adv. 6, 

1929 19 
Nash Std. 6, 1929 10 
Nash Spec. 6, 1929 17 
Nash Single 6, 1930 12 
Nash Twin Ign. 6 16 
Nash Twin Ign. 8 22 
Oakland, 1925, 26, 27 12 
Oakland 6, 1928 11 
Oakland AA6, 1928 12 
Oakland AA6, 1929 22 
Oakland Eight 25 
Olds. 6, 1925, 26, 27 12 
Oldsmobile F-29, F-30 13 
Overland 4-96, 1926 8% 


Overland 4 Whippet 11 
Overland 6, 1926, 1927 12 
Overland Whippet 96A, 

1929 11yY, 
Overland Whippet 98A, 

1929 154% 
Packard 6, 1925, 26,27 17 
Packard 6,28, 6-26, 6-33, 


1929 20 
Packard 8, 1925, 26,27 24 
Packard 8, 1928, 6-40, 

6-45, 1929 25 
Packard 726, 733, 1930 20 
Packard 740, 745, 1930 26 
Paige 6-45 12 
Paige 6-72, 6-65, 1926, 27 22 
Paige 8-85 23 
Peerless 6-72, 1925, 26 18 
Peerless 6-72, 1928 13 
Peerless 6-80, 6-90 14 


Peerless 8-69, 1926, 1927, 
1928 24 

Peerless 6-60, 1928 12 

Peerless 6-80, 6-91, 1928, 


Pierce-Arrow 80 All 22 
Pierce-Arrow 81 21 
Plymouth 14 
Pontiac, 1929, 1930 14 
Reo T6, 1924, 25, 26 14 
Reo Flying Cloud 16 
Reo Wolverine, B2 FI. 
Cloud, 1929, 15-1929 14 
Reo C FI. Cloud, 1929 19 
Reo 20, 25, 1930 19 
Rolls-Royce S.G. 36 
Rolls-Royce N.P. oZ 
Roosevelt 22 
Roosevelt, 1930 16 


Star 4, 1924, 25, 26, 27, 28 8 


Star 6, 1926, 27 


12 


Stearns-Knight 75, 1925, 
26 20 


Stearns-Knight 95, 1925, 
26 


28 


Stearns-Knight F6-85 26 
Stearns-Knight G8-85 28 
Stearns-Knight H&J 28 
Stearns-Knight H&J, 

8-90 30 
Stearns-Knight M&N 

- 18¥, 

Studebaker Std. 17 


Studebaker Spec., 1925, 


26 


Studebaker Big, 1926, 27 


Studebaker, Dict. 6&8 15 
Studebaker, Com., 1928 20 
Studebaker Pres. 8 21 
Studebaker Dic. 6&8, 

1929 15 
Studebaker Com. 6 17 
Studebaker Com. 8 14 
Studebaker Pres. 8 21 


Stutz 8, 1926, 27, 28, 29, 
30 


28 
Velie 60, 1925, 26 19 
Velie Std. 50, 1927, 28 19 
Velie Spec. 60, 1927 20 
Velie 77, 66-1928 20 
Viking V-29, V-30 33 


Wills Ste. Claire T6&W6 32 
Wills Ste. Claire C&D-68 26 


Willys Six, 98B 14 
Willys 8-80, 1930 20 
Willys-Knight 4-65 22 


Willys-Knight 66, 1925, 


26 
28; 66-B, 1929, 1930 


Willys-Knight 70, 1925, 


26, 27, 70-B, 1929, 


23 
Willys-Knight 66-A, 1927, 


21 


1930 17 
Willys-Knight 56 14 
Willys-Knight 70-A, 

1928 16 





1929 14 
Peerless 6-61, 6-61A 12% 
Peerless 6-81, 1929 13Y, 
Peerless 125, 1929 20 
Peerless St. 8, 1930 23%, 
Pierce-Arrow 33, 1925, 

1927; 133, 143, 1929, 

1930 26 


Windsor 6-69, 1929, 1930 12 
Windsor 6-72, 6-77, 1929 14 
Windsor 8-82, 8-92, 1929 16 . 




















HARDWARE AGE for DECEMBER II, 1930 


49 





oF CURRENT PASSENGER Cars 


Quarts of Anti-Freeze Required 


(With Specific Gravity of Solutions) 


TEMPERATURE EXPECTED (FAHR.) 




































































20°ABOVE | 10°ABOVE | ZERO 10°BELOW | 20°BELOW | 30°BELOW _ 
£0 lgelag | g8/28/8 | 38 (28/38/32 (28/38/38 22/98/38 | 22 38 
we Om | ele On | ere SS IBIS el Sci B else lo else ls e 
FF (88/96 | 86/26 [as | 8s /25]85| Bo /S5) Fo) Bo 25/50/96 /25 Bs 
ba <F luis | <S/OS) us| <S/O S/F! <s/OF| uF) <F| OFF) < F/O 8 luis 
6 1% 1 1% 3 1% 2% 4 2% 2% 4% 2%] 3 4%, 2% 1 3% 5% 8 
7 1% 1% 24 3% 1% 2% 4% 2%] 3% 5% 8 3% 5% 3% 44, 6% 3% 
x 14% 1% 2% 4 2 3% 5% 2% 4 6 3% | 4 6% 3% 5 % 4 
9 1% 1% 2% 4% 2% 3% 6 3 4% °;7 3% | 4% ™% 4 5% 8 4Y, 
10 2 1% 3 5 2", 4 6% 3% | 4%° 7% 4 5%, 8 4%, | 6 9 5 
11 2% 2 3% 5% 2% 4% 7% 3%) 5% 8% 4%) 5% 9 5 6% 10 5 
12 | 2% 2% 3% 6 3 4% 7% 4%] 5% 9 4% | 6% 9% 5%] 7% 11 6 
13 2%, 2% 4 6% 3% 5% 8% 4% 6 10 5% 7 10% 6 8% 11% 6% 
14 2% 2% 4%6=«T 3% 5% 9 5% | 6% 10% 5%] % Ul 64 | 9 12% 7 
5 | 3 2% 4%, 67% «3% 6 9% 5%] 7 WK 6 8 12 6% | 9% 18% 7% 
16 34%, 2% 4% 8 4 6% 10% 5% | 7% 12 6% | 8% 13 7% | 10 14% 8 
17 3% 3 54, 8% 4% 6% 11 6 8 13 7 9 138% 7% | 10% 15% 8% 
18 3% 3% 5% 9 4Y, 7™% 11% 6% 8% 13% 7% 9%, 14% 8 11 16 9 
19 | 4 3Y, 5% 9%, 4% 7% 12% 6%] 9 1144 7%, {10 = 15 8¥%4, | 11% 17 9" 
20 | 4 3Y%, 6 10 5 8 13 7 9%, 15 8 10% 16 9 12 18 10 
21 44%, 3% 6% 10% 5% 8% 13% 7% {110 16 8% | ll 17 9% | 13 19 10% 
22 44%, 4 6% 11 5% 8% 14% 7% | 10% 16% 8% | 11% 17% 10 | 13% 20 11 
23 |4% 44% 7 WU%H 5% 9% 15 x 11 17% 9%| 12 18% 10%] 14 2 IY 
24 4% = 4Y, 7% 12 6 9% 15% 8% | 11% 18 9% | 12% 19 10% | 4% 21% 12 
25 5 4y, 7% 12% 6% | 10 16% 8% |11% 19 10 13 20 11% |15 22% 12% 
26 54% 4% 7% 13 6%-+| 10% 17 4 12 19% 10% | 18% 21 11% | 16 23% 183 
27 5% 5 84%, 138% 6% | 11 17% 9% |12% 20 il 14 22 12 16%, 24% 13% 
28 5% 5 8% 14 7 11% 18% 9% | 13 21 11% | 14% 22% 12%/]17 2 14 
29 5% 5% 8% 14% 7% | 11% 19 10 138% 22 11%]|15 23% 13 18 26 14% 
30 «| 6 5Y, 9 15 7% | 12 19% 10%] 14 22% 12 15% 24 138% | 18% 27 15 
31 6% 5% 9% 15% 7% | 12% 20 10% | 14% 23% 12%] 16 2 14 19 28 15% 
32 | 6% 5% 9% 16 8 ao 2 miis. s&s @ 16% 26 14% |19% 29 16 























To determine the amount of anti-freeze required for any car, find the cooling system capacity of the car in ques- 


tion in the table on page 46. 


Then, by selecting the corresponding figure in the first column on page 47, the amount 


of any anti-freeze for the temperature anticipated may be found by following the column across the page. 
By Courtesy Automotive Industries and Motor Age) 
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Maj. James M. Holloway Passed Away Dec. 3 


Was Kansas City Sales Manager for American Steel & Wire Co.—Beloved in Hard- 
ware and Wire Industry for Forty Years—Was Sixty-Three Years Old 


Maj. James M. Holloway has 
passed away. His death, due to 
a heart ailment of long stand- 
ing, occurred on Wednesday, 
Dec. 3, at St. Joseph’s Hospi- 
tal, Kansas City, Mo. 

One of the finest characters 


MAJ. JAMES M. HOLLOWAY 


and best known figures in the 
hardware and wire industry, he 
will leave behind a host of re- 
gretful friends. His winning 
smile and friendly personality 
will be greatly missed when 
hardware men meet. Pessimism 
was never part of his thought. 
He was a keen judge of hu- 
man nature and a lover of his 


fellow-man. Loyalty was his 
watchword. He was loyal to 
his house, his customers, his 


friends and his community. He 
was loyal in his every contact 
of life. For forty years he 
served the industry which he 
loved and which loved him. In 
that time he enjoyed to an un- 
usual degree the confidence of 











the entire industry—wholesale, 
retail and manufacturing. 


For thirty years he was con- 
nected with the American Steel 
& Wire Co. and at the time of 
his death was manager of sales 
for the district about Kansas 


City, where he made his head- 
quarters. In recognition of his 
first twenty-five years’ service 
with that company, Major Hol- 
loway received the Gary medal. 

Born in Adrian, Mich., in 
1867, Major Holloway through- 
out his life delighted to talk 
about his childhood home. He 
told many interesting stories of 
happenings in and about Adrian. 

After service in the Spanish- 
American War, the Major de- 
clined a commission in the Reg- 
ular Army in favor of a busi- 
ness career. As a young man 
he had apprenticed as a foun- 
dryman, and for some years 
had followed his trade as a 
journeyman iron molder. With 
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such a background he was nat- 
urally attracted to the rather 
closely related field of selling 
manufactured hardware and 
wire products, in which en- 
deavor he was most successful. 

A well merited tribute to his 
character and his devotion to 
his life’s work was evidenced by 
the representative attendance at 
his funeral on Dec. 6. In ad- 
dition to officials and close as- 
sociates in the American Steel 
& Wire Co., the gathering in- 
cluded the following prominent 
hardware wholesalers from the 
Missouri River country: C. L. 
Schwartz, Lee Hardware Co., 
Salina, Kan.; G. J. Jen- 
nings, Wright & Wilhelmy Co., 
Omaha, Neb.; J. A. Warner, 
Wyeth Hardware & Mfg. Co., 
St. Joseph, Mo.; Arthur Mize, 
Blish, Mize & Silliman Hard- 
ware Co. Atchison, Kan.; 
Frank Harwi, A. J. Harwi 
Hardware Co., Atchison, Kan.; 
George B. Richards, Walter 
Richards and Herman Kuehlke, 
Richards & Conover Hardware 
Co., Kansas City, Mo.; Wil- 
liam Ferguson, Edward Hub- 
bell and George Garland, Town- 
ley, Metal & Hardware Co.; 
Kansas City, Mo.; J. Clarke 
Coit, U. S. Radio & Television 
Co., Chicago; C. S. Harper, 
Harper & MclIntire Co. Ot- 
tumwa, Iowa; Walter Knapp 
and George Evenson, Knapp & 
Spencer Co., Sioux City, Iowa; 
Elmer Henkle and Robert 
Joyce, Henkle & Joyce Co., 
Lincoln, Neb.; Harry Lainson 
and W. M. Dutton, W. M. Dut- 
ton & Sons, Hastings, Neb.; 
Mr. Williams, Paxton & Gal- 
lagher Co., Omaha, Neb., and 
Edward Faeth, Faeth Iron Co., 
Kansas City, Kan. 

Major Holloway is survived 
by three daughters, Mrs. R. L. 
Haden, Mrs. C. C. Plumback 
and Miss Clarabel E. Holloway. 
Miss Clarabel has frequently 
attended major hardware con- 
ventions with her father, and 
made her home with him at 
3215 Karnes Blvd., Kansas City, 
Mo. 





KOSTER IS VLCHEK TOOL 
EXECUTIVE VICE PRES. 


Edward Koster, whose ap- 
pointment as executive vice- 
president of The Vichek Tool 
Co., Cleveland, Ohio, was an- 
nounced on page 49 of the Oct. 
16 issue of Harpware AGE, 
joined that company 16 years 
ago. After graduating from 
college he practised industrial 
engineering for a time. His first 
position in the Vichek organi- 
zation was in the forge shop as 
inspector. Later Mr. Koster re- 
organized the work according 
to new production, planning and 
scheduling methods. Next he 
was placed in the cost depart- 
ment, where he worked out an 
organization chart, which is 
still used as a basis of Vichek 
production. 


ONEIDA STUDIOS CLOSES 
ROGERS NIAGARA UNIT 


On Nov. 25 Oneida Commu- 
nity, Ltd. Sherrill, N. Y,, 
closed the William A. Rogers, 
Ltd., plant, Niagara Falls, N. 
Y., for the purpose of transfer- 
ring all manufacturing units to 
Sherrill. The assets and trade- 
marks of the Rogers organ- 
ization were purchased by the 
Oneida company in July, 1929. 
This move, according to the 
company’s announcement, was 
made to effect a large saving 
to the company by the merging 
of manufacturing units and ac- 
counting, bookkeeping and cost 
departments connected with the 
manufacturing end of the busi- 
ness. Sales offices, field sales 
offices and the balance of the 
sales organization will still re- 
main as a separate and distinct 
entity. 

To compensate employees, 
service bonuses were decided 
upon, to be paid out for from 
one to three months, depending 
upon the length of the employ- 
ee’s service. Special provision 
is being made for employees 
over fifty years of age, and the 
amount paid is graduated so 
that those of long service will 
get a higher amount than those 
of shorter service. Some op- 
erations will be transferred 
within a few months, but it will 
be midsummer before the 
whole manufacturing transfer 
will be accomplished. 
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FRY & NEVIUS REPRESENT 
BELMONT STAMPING CO. 

I. B. Fry and V. S. Nevius, 
30 W. Washington Street, Chi- 
cago, Ill., are now representing 
Belmont Stamping & Enameling 
Co., New Philadelphia, Ohio, in 
Chicago and points west and 
south. 





JOHNSON IN HARDWARE 
AND SUPPLY BUSINESS 

A. T. Johnson has entered 
business as the Builders’ Hard- 
ware & Supply Co., 503 Sprague 
Street, Spokane, Wash. He 
was for the past 12 years man- 
ager of the builders’ hardware 
department of Holley-Mason 
Co., Spokane, Wash. 





POT & KETTLE CLUB 

CONVENTION IN JUNE 

The fourth annual Pot & 
Kettle Club convention will be 
held June 19-20, 1931, in San 
Francisco, Cal. President Zo- 
bel, San Francisco Club, has 
announced the following com- 
mittee heads: Convention ar- 
rangements, W. B. McDonald; 
finance, G. C. Gillan; publicity, 





Osgood Murdock; reception, 
George C. Foster; arrangement, 
H. C. Sargent; program, E. B. 
Happoldt, and _ entertainment, 
W. A. Stone. 





SIMMONS EMPLOYEES 
HOLD INFORMAL DINNER 

The Keen Kutter Booster 
Klub, an employees’ organiza- 
tion of the Simmons Hardware 
Co., St. Louis, Mo., gave its 
first informal dance and enter- 
tainment on Dec. 3 at West- 
minster Hall. The club was or- 
ganized during the past summer 
and has an active membership 
of over 500. All the members 
are employed by Simmons 
Hardware Co. in St. Louis. 





BOYD PASSES, VICE-PRES., 
OKLAHOMA CITY HDW. 
A. W. Boyd, vice-president 

and credit manager, Oklahoma 

City Hardware Co., Oklahoma 

City, Okla., wholesale distribu- 

tors, died Nov. 13 in that city 

at the age of sixty-two. In 

1901 he went from Fort Smith, 

Ark., with his brother-in-law, 

S. E. Clarkson, to Oklahoma 





E. BOCKSHE IS PRES., LUTHER GRINDER & TOOL 


E. Bockshe is president of 
the Luther Grinder & Tool Co., 
Milwaukee, Wis., formerly Lu- 
ther, Inc., with George H. Fsche 
as vice-president and treasurer. 
They are also officers of the 
Modern Grinder Mfg. Co., Mil- 
waukee. Fourteen years ago 





in the export and correspon- 
dence department. All three 
employees have been with the 
Luther company for the past 
12 years. The entire produc- 
tion department of the Luther 
organization has been recon- 
structed by Mr. Bockshe, and 





E. Bockshe Geo. H. Ische 
Mr. Bockshe, who was then su- 
perintendent of the Luther com- 
pany, organized the Modern 
Grinder Mfg. Co. and was 
joined shortly by Mr. Ische, 
who had served as purchasing 
agent, sales representative and 
district manager of the Luther 
organization. Mr. Ische’s ex- 
perience in the sale of tool 
grinders and vises dates back 
to the time when such products 
were sold primarily by demon- 
stration to the farmer, mechan- 
ic, etc. 

W. H. Schwartz continues as 
sales manager, W. O. Hoppe as 
accountant, and L. M. Andrae 





W. H. Schwartz W. O. Hoppe 


special equipment of his own 
design and construction is being 
installed. 

Luther products will con- 
tinue to be distributed exclu- 
sively through the jobbers and 
dealers in the hardware and 
implement channels. The com- 
pany will continue to manufac- 
ture the Luther line of tool 
sharpeners and vises, which 
have been internationally dis- 
tributed for many years. Lu- 
ther missionary men, _ well 
trained at the factory, will be 
in touch with the dealer trade 
in the various territories, ac- 
cording to the company. 





City, at which time the Okla- 
homa City Hardware Co. was 
founded. A year later W. H. 
Vick, another brother-in-law of 
Mr. Clarkson, joined the firm. 
When the business was incor- 
porated Mr. Clarkson was presi- 
dent, Mr. Boyd was vice-presi- 
dent and Mr. Vick became sec- 
retary and treasurer. Since the 
death of Mr. Vick in 1927 the 
duties of Mr. Boyd were great- 
ly increased, which is thought 
to have affected his physical 
condition. 


GROEHN IS VICE PRES. 
CLAYTON & LAMBERT CO. 


Otto J. Groehn returned to 
the Clayton & Lambert Mfg. 
Co., Detroit, Mich., Dec. 1 as 
vice-president and general man- 
ager. For more than five years 
he was with Hudson Motor Co., 
Detroit. He had been associ- 
ated with the Clayton & Lam- 
bert organization for ten years 
until the Hudson Motor firm 
absorbed the former company’s 
metal stamping department in 
1925. 

Mr. Groehn is known as one 
of the pioneers in the metar 
stamping business, serving his 
apprenticeship in the old Bris- 
coe Mfg. Co., with which or- 
ganization he was connected 
when that company was ab- 
sorbed by Walter Flanders and 
the Maxwell Motors Corp. In 
1915 he joined Clayton & Lam- | 
bert to organize and develop its 
metal stamping division. While 
with the Hudson company he 
directed the erection of the 
large body plant built by that 
organization, and gathered to- 
gether the organization ‘to op- 
erate it. 


SCALES RESIGNS AS 
BELKNAP VICE-PRES. 


Joseph Hugh Scales has re- 
signed as vice-president and di- 
rector, Belknap Hardware & 
Mfg. Co., Louisville, Ky., to 
join the Citizens Union Nation- 
al Bank, of which institution 
he was elected a vice-president 
on Dec. 2. He had been a 
member of the bank’s board 
for twenty years. 





Mr. Scales had been with the 
Belknap organization for the | 
past thirty years. During the | 
latter part of his connection | 
with that company he was in 
charge of credits, as well as an | 
officer of the firm. He is a 
former vice-president of the 
National Association of Credit | 
Men and served two years as | 
president of the Louisville | 
Credit Men’s Association. 


HENRY ZIEMANN DIES; 
PRES., EMPIRE LEVEL 
Henry Ziemann, founder and 

president, Empire Level Mfg. 

Co., Milwaukee, Wis., died sud- 

denly on ‘Nov. 26, as the result 

of a heart attack. He was 68 

years old and was widely known 

in the tool and hardware trades. 





WESTERN CLOCK CO. AND 
SETH THOMAS CO. MERGE 

At a recent meeting of the 
stockholders of Seth Thomas 
Clock Co. New York City, 
and The Western Clock Co., 
La Salle, Ill., the tentative plan 
for amalgamation was submit- 
ted for approval. By this plan 
a holding company is to be 
formed which shall issue stock 
in exchange for the outstanding 
stock’ of both clock organiza- 
tions. The two merging corpo- 
rations are among the largest 
in the clock business, although 
making different types of 
clocks. The Seth Thomas 
Clock Co. has one of the old- 
est businesses in Connecticut, 
while The Western Clock Co., 
which started over 40 years ago, 
has made a tremendous success 
in alarm clocks. 





H. S. EARLE BREAKS LEG 
IN HUNTING ACCIDENT 
H. S. Earle, president and 

sales manager, North Wayne 

Tool Co., Detroit, Mich., sus- 

tainel a broken leg while on 

a duck hunting trip on Nov. 26 

with some friends. Mr. Earle 

left his blind to warm up and 
fell over a rock. One of the 
party found Mr. Earle and 

‘ook him by rowboat to the 

shore and then drove him to 

Detroit. 





SEARS, WARD MERGER IS 
REPORTED AS DROPPED 

Reports from Chicago, IIl., 
indicate that negotiations be- 
tween important stockholding 
interests in Sears, Roebuck & 
Co.-and Montgomery Ward & 
Co., for a merger of the com- 
panies, have failed. It is re- 
ported that the negotiations 
were carried on by local inter- 
ests in the Ward organization 
and unofficial representatives of 
the management of Sears, Roe- 
buck & Co. Attempts to reach 
a compromise in the matter of 
the exchange of stocks were 
said to have ended at a con- 
ference held in New York City. 





ALBERT PAPST JOINS 

ADAMS-GOODMAN CO. 

Albert Papst has joined the 
\dams-Goodman Co., Inc., Los 
Angeles, Cal., sporting goods 
house. He was formerly buyer 
of toys and sporting goods with 
the Crescent Dry Goods Co., 
Spokane, Wash., for 11 years. 
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ROEBLING WILL ABSORB 
NEW JERSEY WIRE CLOTH 


After Jan. 1, 1931, the cor- 
porate eexistence of the New 
Jersey Wire Cloth Co. will 
cease and the business will be 
continued by John A. Roeb- 
ling’s Sons Co., Trenton, N. J., 
of which the New Jersey or- 
ganization is a subsidiary. Sales 
and distribution of the wire 
cloth, wire netting, wire fenc- 
ing, wire lath and wire work 
will be continued through 
the parent company and _ its 
branches. The Roebling com- 
pany will assume all contracts 
and obligations of the New 
Jersey Wire Cloth Co., while 
the same personnel will con- 
tinue the manufacture and sale 
of the entire line. 





BUNNELL RESIGNS AS 
ARMSTRONG VICE PRES. 


C. M. Bunnell has resigned 
as vice-president in charge of 
sales of the Armstrong Elec- 
tric & Mfg. Co., Huntington, 
W. Va. He is now vice-presi- 
dent of Charles A. Davids, Inc., 
producers of lithographed metal 
advertising displays and mer- 
chandising cabinets, 2 E. 23rd 
St.. New York City. 





SUGGEST 25% INCREASE 
IN APPROPRIATIONS FOR 
PUBLIC BUILDINGS 


(From our Washington 
Bureau) 


In an effort to stimulate busi- 
ness and employment, the House 
Committee on Appropriations 
recommended an increase from 
$48,000,000 to $60,000,000 in the 
annual public building appro- 
priation. The recommendation 
was made in reporting the an- 
nual Treasury-Postoffice supply 
bill to the House. The $60,- 
(000,000, the committee said, to- 
gether with an existing balance 
of $72,558,379, will make avail- 
able $132,558,379 for public 
buildings in a 20-month period 
ending June 30, 1932. 

More money may be asked 
later in the session. To speed 
up work on public buildings, 
the committee allowed $725,000 
additional to employ private ar- 
chitects for the quick prepara- 
tion of plans. 





W. J. KELLY PASSES 


William J. Kelly, retired rub- 
ber merchant and member of 
the Rubber Control Commission 
during the World War, died 
Nov. 30 at his home, 340 River- 
side Drive, New York City. He 
was 69 years old, a charter 
member of the New England 
Rubber Club, later the Rubber 
Association of America, and a 





governor of the latter organi- 
zation. For many years he was 
a partner in the firm of Poel 
& Kelly, rubber importers. He 
retired in 1927. Besides his wife 
he leaves two sons and a 
daughter. 


SOPER RESIGNS AS V. P. 
GREENFIELD TAP & DIE 


Henry F. Soper has an- 
nounced his resignation as vice- 
president and general manager 
of the Greenfield Tap & Die 
Corp., Greenfield, Mass., in 
order to handle certain other in- 
terests which will be announced 
shortly. 

Mr. Soper came to the cor- 
poration under the auspices of 
the now defunct brokerage 
house of Prince & Whitely, 
whose interests have passed into 
other hands. No other changes 
are expected, the direction of 
the company being continued by 
its president, F. G. Echols. 





MILLER F. MOORE DIES 


Miller F. Moore, 89, Roselle, 
N. J., died in that town on Nov. 
29 as a result of heart disease. 
He was an aid of Thomas A. 
Edison in his electric lighting 
experiments and served as gen- 
eral manager of the Edison or- 
ganization when Mr. Edison op- 
erated one of the first central 
lighting stations in the world 
at Roselle. In addition Mr. 
Moore was a founder of Sam- 
uel L. Moore & Co., Elizabeth, 
N. J., shipbuilders. While with 
that company he constructed one 
of the first electric traveling 
cranes. He served in various 
executive capacities in the 
Moore Engine & Machine Co., 
Elizabeth, N. J. At the time 





of his retirement in 1902 he 


N. L. Hubbard of 


was president of the Moore 
company. Mrs. Moore, a son 
and a daughter survive. 





BUNTING HARDWARE CO. 
ENTERTAINS EMPLOYEES 


Employees and officials of the 
Bunting Hardware Co., Kansas 
City, got together Friday night, 
Nov. 28, in the Savoy Hotel for 
a dinner and pep. meeting. 
About 75 extra men and women 
who have been employed for the 
Christmas rush attended. A 
spirit of genuine optimism and 
aggressiveness was aroused, 
lusty college yells and rah-rahs 
prevailing during the meeting. 
The rally was held to get across 
Christmas selling ideas to the 
new employees and to acquaint 
them with the store’s methods 
and plans. Talks were given 
by C. B. Shaeffer, president of 
the Bunting company; Frank 
H. Spink, secretary-treasurer ; 
George Newby, manager of the 
Kansas City, Kan., store; John 
Sellen, head of the Troost Ave- 
nue store, and Ernest Brown, 
manager of the new Indepen- 
dence division. 





NATIONAL STOVE CO. 
WILL EXPAND BRANCH 


According to an announce- 
ment of J. R. Haley, superin- 
tendent, the National Stove Co., 
Lorain, Ohio, a subsidiary of 
the American Stove Co., has 
plans for spending $500,000 in 
an expansion program. Plans 
include a new $250,000 enamel- 
ing plant and a $250,000 punch 
press room. Mr. Haley is re- 
ported to have said that the 
project had been planned for 
this year, but was delayed be- 
cause of business conditions. 


Indianapolis Wins 


Hardware Council Slogan Contest 


At a meeting held by the 
Hardware Council at St. Louis, 
Mo., it was decided to secure | 
and adopt slogans for the use 
of the council and any concerns 
doing national advertising of in- 
terest to the hardware trade. 
The Hardware Slogan Com- 
mittee of the Hardware Coun- 
cil, Indianapolis, Ind., has an- 
nounced the winners of the con- 


test, which closed Sept. 30. 
Norman L. Hubbard, The 
Frank B. Peck Co., Hornell, 


N. Y., submitted “It pays to 
buy good hardware,” which was 
judged the best slogan entered. 
He was awarded the first prize 





of $50. “Better hardware gives 
better service’ was the slogan 


awarded second prize of $35. 
M. E. Anderson, Clemson 
Bros., Middletown, N. Y., sub- 
mitted the second prize slogan. 
A. H. Cade, Cade Hardware 
Co., Miamisburg, Ohio, _ re- 
ceived the third prize of $25, 
for the slogan “Quality hard- 
ware satisfies.” 

More than 1800 entries were 
received. The winning slogans 
may be used by the council in 
any general publicity work, and 
by concerns doing national ad- 
vertising of interest to the 
hardware trade. There were 
no fees for entry, and the con- 
test was open to anyone. No 
limit was placed upon the num- 
ber of slogans submitted by the 
entrants, 





PIPER, SALES MANAGER 
JOHNSON MOTOR CO. 


Charles M. Piper, formerly 
general sales manager of the 
Fisk Tire Co., Inc., Chicopee 
Falls, Mass., has been appointed 





CHARLES M. PIPER 


general sales manager of the 
Johnson Motor Co., Waukegan, 
Ill. Before joining the Fisk 
company he was for fifteen 
years with the Goodyear Rub- 
ber Co., Middletown, Conn. 





PIERCE HEADS MEMPHIS 
RETAIL HARDWARE ASS’N 


O. J. Pierce was elected presi- 
dent of the Retail Hardware 
Dealers Association of Mem- 
phis at a session held recently 
at the Hotel Gayoso, Memphis, 
Tenn. Ernest Green is the 
new vice-president and C. H. 
Church,, retiring president, be- 
came secretary-treasurer, 





PRATT & LAMBERT GIVE 
TURKEYS TO EMPLOYEES 


In accordance with a time- 
honored custom, every employee 
of Pratt & Lambert, Inc., var- 
nish makers, received a turkey 
for Thanksgiving. Distribution 
was made at the company’s 
plants at Buffalo, N. Y., Bridge- 
burg, Ont., Chicago, Ill, and 
New York on Nov. 26. 

The usual jubilant spirit 
which has characterized these 
distributions in the past was 
missed this year, due to the 
death on Nov. 21 of the com- 
pany’s president, A. D. Graves. 
The employees of the head- 
quarters’ plant at Buffalo, with 
those of Bridgeburg, found wis- 
dom and cheer in the remarks 
of their chief executive, who 
always spoke briefly before the 
presentation. 
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Ampex All Rubber 
Service Light 735 


Ampex all rubber service light 
No. 735 produced by Ampex, Inc., 
195 Morgan Ave., Brooklyn, N. Y. 
Switch push knobs are protected 
by rugged cylindrical rubber portions. Service cord is of durable con- 
struction and substantial diameter. Light is furnished with tinned lamp 
guard and hook. There are three cable lengths offered, 10, 15 and 20 
feet, respectively. Standard package contains 25 light sets. Package 
weights for the three-sizes are, respectively, 40, 43 and 47 Ib. List 
price is $3.50. 


cTeD 


prove: 
switew 





Peters 1931 Display 


Peters Cartridge Co., Cincinnati, Ohio, offers this window display mate- 
rial to all dealers carrying the Peters line. It will be in the hands of 
dealers in time for display during the 1931 hunting season. The material 
is lithographed in full colors. Center piece shows a hunter and his dog 





in the foreground. The hunter is watching some youngsters who are at 
target practice. Other sections show members of the Peters line and 
wild animals. One corner of the display shows a hunter in action. 


Electrodrip 
Coffee Pot 


The Royal-Rochester Elec- 
trodrip coffee pot is an 
electric type for making 
coffee by the ‘drip’ 
method. According to the 
maker, Robeson Rochester 
Corp., Rochester, N. Y., 
the coffee never boils in 
this pot and coffee made 
at night may be heated 
the next morning without 
any loss of flavor. It is 
not necessary to pre-heat 
this coffee maker before 
pouring boiling water into 
the pot. Electrodrip is 
made of guaranteed Roy- 
alite china. It will hold 
six cups of coffee at 
a drinkable temperature. 
Features of the coffee 
maker are: ears for lifting 
top part, which holds coffee, strainer cover to keep coffee in place and 
prevent waste, 62 feet of silk-covered cord with socket plug, spout 
designed to pour without spilling, and detachable heating element. Sug- 
gested retail selling price is $10. Dealer cost is $6.50 each. 





Moe’s Automatic Blue 
Flame Oil Brooders 


Moe’s automatic oil burning brooder, with thermostatic control, burns 
ordinary kerosene oil, giving a steady, clean and uniform heat without 
fumes or odor, says the maker. Hoeft & Co., Inc., North Chicago, Ill., 
makes this brooder in three models: No. 225, with 34-inch canopy, 300- 
chick capacity; No. 226, with 42-inch canopy, 500-chick capacity, and 
No. 227, with 52-inch canopy, 1000-chick capacity. Shipping weights 
are respectively 40, 52 and 61 Ib. List prices are respectively $13, 





$15.50 and $17.50. Dealer discount is 33 1/3 per cent. Glass oil reser- 
voir holds 1 gallon of kerosene and will run the brooder for 24 hours or 
longer. It may be filled without extinguishing the burner. Canopies are 
made of heavy galvanized steel, with smooth wire-bound edges, and in 
interchangeable sections fastened with bolts. A non-automatic line, 





which is otherwise identical, is sold under the model numbers 232, 233 
and 234. Both lines are fitted with stamped steel legs of substantial 
construction. List prices on this line are respectively $9, $10 and $11. 
Shipping weights are 36, 44 and 52 lb. 


Noslip Screen and 
Storm Sash Hanger 


The Noslip screen and 
storm sash hanger is made 
of galvanized stock. It is 
weatherproof and will last 
a long time, when proper- 
ly painted. Cut shows 
screen horizontal with top 
of casing, with screen still 
on casing fixture. Maker 
says that it cannot be 
pushed or slipped off. It 
is designed to cut down 
on repair bills by holding 
on to screens: and storm 
sash when painting and 
cleaning are being done. East of the Mississippi the suggested retail 
price is 15c. to 18c. West of the Mississippi the suggested retail price 
is 15c. to 20c. per set. Approximate dealer cost is 10c. per set of four 
pieces and eight screws. Noslip Co., Inc., Bloomfield, N. J., is the maker 





Cincinnati Victor 
Heater and Clock 


Two electric clocks have 
been added to the line 
offered by The Cincinnati 
Victor Co., 712 Reading 
Road, Cincinnati, Ohio. 
Kenilworth model has a 
bakelite case 8% inches 
high, making it particu- 
larly suitable for desk or 
mantel use, or for placing 
on top of a radio cabinet 
Copper dial with embossed 
figures is 4 inches in di- 
ameter and is covered by 
a convex glass. Mecha- 
nism is completely en- 
closed in a dust-tight case 
It is offered in a variety of 


| 
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finishes at the suggested retail 
selling price of $9.75 each. 
Waverly model is an attractive 
kitchen model in metal case 7% 
inches in diameter. White enam- 
eled metal dial is 5 inches in di- 
ameter. Dial is covered with 
convex glass. This model is avail- 
able in chromium finish or in col- 
ors to match any kitchen color 
scheme. Suggested retail selling 
price is $9.75. Victor Speed Ray 
electric heater, listing at $4.75, 
has an 1136-inch chromium plated 
reflector. Circular configurations 
project heat rays with greater 
speed. Specially designed base is 
constructed to prevent tipping. 
Heating element is of the screw type. 
green, Manchu red and Argonne blue 





Heater is available in Lucerne 
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Stanley 
Zig-Zag Rules 


Stanley Zig-Zag rules 
are offered in two fin- 


ishes, white and yellow, 

in the following lengths: 2, 3, 4, 5,6 and 8 inches. Joints are chromium 
plated and are concealed. Ends are green, marks are in black, graduated 
into 8ths and 16ths. Length in the white finish is indicated as 102, etc., 
the last number in the figure indicating the length. In the yellow 
finish, lengths are indicated as 02, 03, etc. Respective weights are 
Y, 3%4, 1, 1%, 1% and 2 |b. per half dozen. Rules are packed 6 in a 
box. The 6 foot size is packed in display box of six. The Stanley Rule 
& Level Plant, New Britain, Conn., is the maker. 














Knapp-Monarch 
Electric Appliances 


Knapp-Monarch Co., St. Louis, Mo., has 
recently added several new electrical ap- 
pliances to the Monarch line. No. 640, 
Therma hot heater has bowl shaped re- 
flector with patented Reflex heating ele- 
ment, 15 inch bowl and chromium cast 
base. Finish is two tone brown. Watt- 
age is 1000. List price is $8.50. Other 
numbers are 610, with 15 inch copper 
bowl, listing at $5.50 and No. 615, hav- 
ing a 12 inch bowl in chromium finish, 
listing at $6.50 No. 480 infra-red ray lamp 
casts infra red and black rays. It is 7% 
inches in diameter and has an aluminum 
bow! with guard. There is a gooseneck 
arm cast base. Finish is two tone Ivory. 
Lamp operates at 300 watts. List price is 
$5.00. The No. 823 N. Therma hot stove 
has 1 burner. Switch is of approved type. 
It operates at 550 watts. List price is 
$3.75. Finish is nickel. Other numbers 
are: No, 8238, list $3.25; No. 823C, Chro- 
mium finish, $4.25; double burners No. 
803 black, list $5.00; No. 803N., nickel, 
list $5.75 and No. 803C, chromium, list 
$6.50. 








Toy Hoover 
Vacuum Cleaner 


George Borgfeldt & Co., 1] East Sixteenth 
Street, New York City, is the sole dis- 
tributor of the toy Hoover vacuum cleaners 
No. 100 and 200. The No. 100 is an 
exact reproduction of the Hoover vacuum 
cleaner. It is made of iron, finished in 
bright enamel. Cleaner is offered in as- 
sorted colors, trimmed in black and gold. 
This model is equipped with revolving 
brush and 9-inch sateen dust bag. Handle 
is 23 inches in length. No. 200 is a 
larger reproduction, made in cast alumi- 
num highly polished and equipped with 
pick-up brush revolving in both directions 
There is a 9-inch sateen bag. Cleaner is 
equipped with pick-up brush revolving in both directions. Bag is at- 
tached by means of a spring device to handle 24 inches in length. It is 
finished in black enamel. Both models carry the name Hoover in orange 
lettering on the bag. Model 100 lists at $1 and Model No. 200 lists at 
$2. They are packed in individual boxes in cases of 12. Bases are 
4 x 2% and 4% x 3 inches, respectively. Weights per case are respec- 
tively 21 and 19 Ibs. 








ABC Automatic Ironers 


Altorfoer Bros. Co., Peoria, IIl., 
announce several models of the 
ABC automatic ironers. The 
Wringer Post ironer operates 
from washer motor and is easily 
and quickly attached to any 
ABC wringer type washer. This 
model has a 26-inch roll and 
shoe. It weighs 43 Ib. com- 
plete. Shoe can be instantly 
detached, leaving only 32% Ibs. 





Suggested retail selling price is $57.50. The portable table model is for 
the housewife with only a limited amount of space. It can be operated 
on any convenient table or stand. 
When not in use it may be quickly 
and easily stored in small space by 
standing it upright on end. Com- 
plete weight is 5512 Ib. Quick de- 
tachable shoe reduces weight to 
4434 |b. It has a 26-inch roll. 
Shoe is powered by a 1/20-hp. 
motor. Suggested retail selling price 
is $89.50. The Rollabout model offers the features of the other ironers 
plus a beautiful steel table of special design with easy-rolling caster. 
Complete weight is 81% !b. There is a 26-inch roll and a quick de- 
tachable shoe. It is powered by a 1/20-hp. motor. Suggested retail 
selling price is $104.50. The ABC Converter is a standard ABC unit and 
a bracket support for the roll to the wringer post washer. Converter 
weighs 13% Ib. and is powered by a 1/20-hp. motor. It is offered to 
sell for the suggested retail price of $35. Suggested retail price of $15 
is placed on the rollabout table, separately. * 








Adds Inside Frosted 
Bulbs to Four Lamps 


General Electric Co. has an- 
nounced through the engi- 
neering department of the 
Edison and National lamp 
works, Nela Park, Cleveland, 
Ohio, that 150, 200, 300 and 
500 watt lamps are now available with inside frosted bulbs. These 
inside frosted lamps will properly take the place of many clear lamps and 
outside frosted lamps of the same wattages. However, white bowl lamps 
will be required in many open direct lighting industrial reflectors to 
obtain the desired protection from glare:~. Applications that have helped 
to bring forth this inside-frosted type of Mazda lamp are the indirect 
and semi-indirect lighting fixtures for offices, the indirect bridge 
trochiers for the home, and numerous modern luminaires employing 
glass panels. According to the maker, inside frosting used does not 
materially decrease the illumination in a room and in most cases im- 
proves the appearance. When clear lamps are employed for the indirect 
type of reflectors, striation or streaks of light are visible on the ceiling, 
as also are shadows of the chain and hangers supporting the fixture. 
Inside-frosted lamps diffuse the light sufficiently to produce an even 
light distribution on the ceiling that is pleasing. Prices of these lamps 
are the same as the white bowl and outside all frosted Mazda lamps of 
equal wattages. 
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Sherman Faucets 


H. B. Sherman Mfg. Co., Battle Creek, Mich., offers a laundry 
faucet with or without soap dish. Dish is of cast aluminum and is 
instantly attached or removed without use of screws, bolts or springs. 





Brackets on faucet are rigidly assembled before shipping and cannot 
loosen. Handles are of unique design, marked hot and cold. Unions 
are extra heavy octagon, both nut and sleeve. Spout is at correct 
angle and is extra long to insure ample reach. Faucet is rough nickel 
plated, one-half inch iron pipe size. It is packed in individual carton. 
Approximate weight is 3% Ibs. The same company makes the 570 L 
double sink faucet with new style low soap dish as optional equipment 
Lever handles are china, spout is plain with strainer attachment. Fit- 
ting is nickel plated. Female flange is supplied. Variations are avail- 
able, some at no extra charge and others at higher price, as follows: 
chromium plated finish, all metal lever handles, male threaded flanges, 
hose end spout, 34 inch thread and extra long spout of eight inch length. 
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Week’s Price Average Was 
80.6 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity has announced that wholesale 
commodity prices for the week ended 
Nov. 29, based on Dun’s quotations, 
averaged 80.6 per cent. 

The October average was 82.6. The 
purchasing power of the dollar on a 
1926 basis of 100c. was 124.1le. The 
October average was 121c. 

Crump’s index of English prices 
for the week on the revised 1926 level 
was 71.7. The October average was 
72.7. 

The Italian index on the’ revised 
1926 basis for the week ended Nov. 22 
was 57.8. The October average was 
59.1. 


Freight Loadings Declined 
In Week Ended Nov. 22 


Loadings of revenue freight for the 
week ended on Nov. 22 totaled 779,- 
757 cars, according to the car ser- 
vice division of the American Rail- 
way Association. ° 

This was a reduction of 49,494 cars 
under the preceding week, this year, 
and a reduction of 169,959 cars be- 
low the same week last year. It also 
was a reduction of 249,480 cars be- 
low the corresponding week in 1928. 





File and Rasp Standards 
Reaffirmed for Another Year 


The Division of Simplified Prac- 
tice, Bureau of Standards, has sent 
notice to manufacturers, distributors 
and users of files and rasps that the 
Standing Committee on Simplification 
has reaffirmed the recommendation for 
those products for another year with- 
out change. 


GENERAL MARKET 
NEWS of THE 


EEK 





National Demand Shows 


Seasonal Improvement 


New York, Dec. 10.—Acceler- 
ated by an increased demand for 
holiday lines, coupled with im- 
proved activity in seasonal lines, the 
current sales volume in most lead- 
ing market centers is larger than it 
has been for some time. While it 
is the general opinion of the trade 
that holiday business will not equal 
last year’s, from present indications, 
the gap will be narrower than many 
predicted earlier in the season. Re- 
orders for toys, cutlery, sporting 
goods, electric appliances and other 
gift lines denote a fairly good con- 
sumer demand. It is thought that 
holiday buying will reach its peak 
somewhat later than under normal 
conditions. 

Recent frigid weather, accom- 
panied by snow in some sections 
served to' stimulate the call for sleds, 
skates and snow tools. Deer hunt- 
ing has created considerable activ- 
ity in high-power rifles and ammuni- 
tion. 

Some firmness in steel prices and 
screw discounts may be harbingers 
of more stable quotations on hard- 
ware products, according to whole- 
salers, who are watching the reac- 
tion of the price advances with con- 
siderable interest. 

Spring merchandise is being 
booked for future delivery in fair 
volume and greater activity is an- 
ticipated after inventory time. Col- 
lections, in the main, have a fairly 
satisfactory average. 





Bank Debits Declined 
In Week Ended Nov. 26 


Debits to individual accounts, as 


reported to the Federal Reserve 
Board by banks in the leading cities 
for the week ended Nov. 26, aggre- 
gated $10,200,000,000, or 15 per cent 
below the total reported for the pre- 
ceding week and 40 per cent below 
the total reported for the correspond- 
ing week of last year. 

Aggregate debits for 141 centers 
for which figures have been published 
weekly since January, 1919, amounted 
to about $9,550,000,000, as compared 
with $11,248,000,000 for the preced- 
ing week and $16,231,000,000 for the 
week ended Nov. 27 of last year. 





Bank Clearings Show Loss 
In Week Ended Nov. 27 


Bank clearings in the United States 
for the week ended Nov. 27, a holi- 
day week, as reported to Bradstreet’s 
Journal, aggregated $6,577,241,000, as 
against $8,882,277,000 last week, a 
full week, and $10,559,338,000 in this 
week last year, which was also a 
holiday week. There is here shown 
a decrease of 2549 per cent from last 
week and of 87.7 per cent from the 
like week of 1929. Canadian clear- 
ings aggregate $254,762,000, against 
$302,964,000 last week and $351,045,- 
000 in this week last year. 





Otto Bernz Co., Inc., 
Announces Torch Reductions 


Otto Bernz Co., Inc., 17-37 Ashland 
Street, Newark, N. J., manufacturers 
of furnaces, torches and plumbers’ 
tools, have announced further reduc- 
tions in the wholesale prices of Nos. 
87 and 88 competitive blow torches. 
The announcement follows a similar 
reduction which became effective 
about a month ago. New price list 
and catalog will be mailed to all job- 
bers who are interested. 
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Australia Increases Duty 
On Some Hardware Products 


Australia has increased to 35 per 
cent from 30 per cent the duty on 
cutlery, spoons and forks “not other- 
wise specified,’ and knife sharpen- 
ers, effective Nov. 8. A deferred duty 
of 35 per cent, to become effective 
April 1, 1931, also was provided for 
these items. Among numerous other 
changes made in the Australian tar- 
iff was the fixing of a British prefer- 
ential duty of $13 per gross ton of 
iron and steel wire fencing. The 
American duty on this product was 
left unchanged at $30. 


Value of Enamel Ware 
Increased 43 Per Cent 
During 1929 


Making an increase of 43 per cent, 
the value of stamped and enameled 
ware produced last year in the United 
States was $174,879,957, as compared 
with $122,275,976 in 1927, according 
to the Bureau of the Census. The 
chief items were stamped household 
ware, $26,547,089; stamped automo- 
tive parts and accessories, $30,041,- 
640; other stamped ware, $40,072,- 
581; enameled ware (vitreous), $32,- 
302,045; bottle caps, $29,923,420. 


Number of Business Failures 
Continues at High Levels 


The trend of the commercial fail- 
ure record for the week ended Nov. 
28 was not well marked because of 
the Thanksgiving holiday, both busi- 
ness reviews reporting smaller to- 
tals. R. G. Dun & Co. showed a 
total of 461 failures, a daily average 
for the shorter week of 92, against 
569 last week, a daily average of 95. 
Bradstreet’s review reported 470 fail- 
ures, a daily average of 94, compared 
with 513 a week ago, or 85 daily. The 
reviews concurred in showing large 
increases over the like week of 1929 
with Bradstreet’s reporting 303 a year 
ago and Dun’s 371. 

Canadian failures totaled 63 against 
61 a week ago and 41 a year ago. 

R. G. Dun & Co. reported that 296 
of the week’s failures had liabilities 
in excess of $5,000, comparing with 
218 in the same week a year ago. 
Bradstreet’s showed a gain of 3 per 
cent in the number of smaller busi- 
nesses failing, the percentage of the 
total standing at 71, against 68 a 
week ago. At the same time the per- 
centage of enterprises using from 
$5,000 to $20,000 of capital increased 
a full per cent to 14.4. 

In a week of a lower total of fail- 
ures, two areas reported increases. 
The western and southern sections 
were both slightly higher. New En- 


gland had the largest decline, falling 
from 63 to 32. 


Hoover Compares Business 
Activity in 1930 with 1928 


President Hoover submitted the 
following table to Congress to show 
how business activity during the last 
three months compares with the peak 
period of 1928: 


Value department store sales. 93% 
Value manufacturing produc- 

EE Pe Oe a ree 80% 
Value mineral production..... 90% 
Volume of factory employ- 

NS | scius ke anat rea oases 84% 
Total of bank deposits........ 105% 
Wholesale prices—all commodi- 

PS pic subuesekcbusenGendesc 83% 
Oe ae | | aa Rye eg aa 94% 


Montgomery Ward’s Novem- 
ber Sales Show Decline of 
About 25 Per Cent 


November sales of Montgomery, 
Ward & Co. were about 25 per cent 
less than in the same month last year, 
according to figures recently released 
by the company. 

Sales for November, this year, to- 
taled $22,401,426, as compared with 
$29,851,303 in November, 1929. This 
was a decrease of $7,449,877, or 24.96 
per cent. 

Total sales for the first eleven 
months this year were $243,647,441, 
as against $255,731,305 for the same 
period last year. The decrease is 
$12,083,864, or 4.73 per cent. 

No comparative figures showing the 
number of stores in operation at the 
present time in comparison with those 
operating last year were disclosed. 


‘ 


Residential Construction 
Gained in 37 States 
During October 


Further gains in residential build- 
ing contracts for the 37 States east 
of the Rocky Mountains have oper- 
ated to slacken the percentage decline 
from 1929 figure in this type of con- 
struction, according to an analysis of 
construction made by the F. W. Dodge 
Corp. The hardware trade should be 
particularly interested in the infor- 
mation provided by the analysis, as 
residential construction is the type of 
building for which the hardware job- 
ber and retailer supply a wide range 
of items. 

For the ten-month period the de- 
cline was 44 per cent, as compared to 
totals for the corresponding period of 
last year. For the first nine months 
of the year the decline had amounted 
to 45.5 per cent, and for the first 
eight months to 48 per cent. 

At the same time the situation in 
non-residential building has become 
progressively less favorable, as the 
figures disclose that October contract 
figures were lower than for any month 
since February, 1925. 

Non-residential contracts at the end 
of Oeteber were 21 per cent below 
the total for the same period of last 
year. At the end of September the 
decline was 18 per cent, and at the 
end of August the drop was only 16 
per cent from last year. 

With regard to building prospects 
for the coming year, the corporation, 
basing its conclusions on the analy- 
sis, has the following to say: “In the 
ensuing months further large declines 
in non-residential construction are in- 
dicated, with gains almost certain in 
residential construction for the 
greater part of 1931, as compared 
with the corresponding months of 
1930.” 


Christmas Packages Should be Well Wrapped 


As Christmas _ approaches 
thought should be given to the 
manner of wrapping packages. 
Care and neatness should be exer- 
cised at all times as thoughtful- 
ness tends to stimulate business, 
but during the holidays special at- 
tention should be given to this 
phase. 

Neatness and originality are 
noticeable and the attractiveness 
and personality displayed in well- 
wrapped parcels will be remem- 
bered by your customers in mak- 
ing their future purchases. The 
housewife is especially interested 
in novel ways in which to wrap 
her gift parcels and the hardware 


merchant can take advantage of 
this opportunity to attract more 
feminine customers to his store 
through the medium of employing 
someone who is efficient in teach- 
ing the customers the art of 
unique and well-appointed wrap- 
pings. 

The holidays afford the mer- 
chant a chance to make himself 
known to his trade and he should 
take advantage of every opportu- 
nity to avail himself of every 
trade stimulant that he can put to 
work, and the suggestion of edu- 
cating the public to distinctive 
wrapping is promoted to aid the 
merchant in his undertaking. 




















(Kansas City office of HARDWARE AGE) 
KANSAS CITY, Dec. 9. 


NE thing that is certainly com- 
() mendable in the trade is the 

aggressive spirit with which 
it is going after the Christmas busi- 
ness. Wholesalers and retailers be- 
lieve that there will be at least a 
fair volume of Christmas goods 
bought this season, and although they 
realize that the purchase has been 
delayed from the wholesaler’s angle, 
it nevertheless will come later on, 
according to their opinions. Exten- 
sive advertising is going right ahead 
as usual for the holiday business, with 
dealers featuring toys, wheel goods 
_ and electrical merchandise in their 
windows. The home billiard table is 
a comparatively new item which is be- 
ing pushed this season with vigor. 
One dealer here has placed his selling 
mark at 1000 tables. He may not 
sell that many, but he has the con- 
fidence to try. 


MODERN METHODS PAY 


A casual inquiry directed at the 
owner of a small suburban hardware 
store the other day brought this quick 
reply: “Business is good. The money 
is here some place, but the dealer 
who doesn’t use the most up-to-date 
methods is finding it hard to get.” A 
glance over the store helped show why 
this dealer was able to say business 
is good, while so many institutions 
are suffering from the influence of 
the business damper. He was employ- 
ing modern methods of display, and 
the store was clean. He mentioned 
a number of advertising stunts he 
uses, even now, when most small hard- 
ware men are rather adverse to 
spending money on advertising. 


HUNTING GOODS 


Gun and ammunition sales have 
been quite generally “off” for some 
reason. One fact that contributed to 
a slack demand was that the supply 
of game has not been as good as had 
been believed. Hunters say that the 
former reports of good hunting pros- 
pects were exaggerated. There have 
been only a few days of good duck 
weather, and the birds have not ap- 
peared in flight to a great extent. 


STEEL PRODUCTS 


Steel sheets and bars show a ten- 
dency to increase in price, and pros- 
pects are that a steady upward climb 
in bar and sheet prices can be ex- 
pected. With the low marks prevail- 
ing, the industry as a whole was mak- 
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AT A GLANCE 


The hardware trade is go- 
ing after Christmas business 
in an aggressive manner. At 
least a fair volume of holiday 
business is expected. The peak 
of the demand is expected to 
materialize somewhat later 
than usual. 

* % & 


Hardware merchants who 
are using modern methods de- 
clare that business is good. 
Hunting goods are moving 
rather slowly. A firmer price 
tendency is noted on steel 
sheets and bars. 

* *% # 


Orders for Christmas goods 
are heavier than they were a 
week ago. Sleds and skates 
have moved slowly so far due 
to unfavorable weather. Col- 
lections are showing some im- 
provement. 

e % & 


Prices on most commodities 
have been more stable recently 
and few changes of conse- 
quence have been made on 
hardware products. 











ing scant or no profits, hence the re- 
turn to normal prices has begun. 


CHRISTMAS ORDERS 


Orders for Christmas goods are 
coming in much more heavily now 
than they were a week or so ago, 
but jobbers would like to see the sit- 
uation better. Perhaps considering 
the general business level, the pres- 
ent volume in such merchandise is 
about as large as wholesalers could 
expect. 


SLEDS AND SKATES 


Most dealers sold out all sled stocks 
last year and hence will have to buy 
a new supply this season, as soon as 
a good snow justifies it. Up to the 
present sleds have been exceedingly 
sluggish because the weather has not 
been of the real winter type. Like- 
wise, ice skates tend to move slowly, 
but are due for a pick-up before long. 
Wheel goods are enjoying moderate 
demand, with good possibilities for 
later improvement. 


COLLECTIONS 


The common opinion on collections 
is that, if anything, they are showing 


Trade Has Aggressive Holiday Spirit 


rs 
¢ Collections Have Shown Improvement 


a slight trend upward. Of course, 
different houses report varying sit- 
uations, but none of them say that 
money is coming in slower than two 
weeks ago. To say that the credit 
situation is steady, with fair outlook 
for betterment, probably would de- 
scribe it accurately. At any rate gen- 
eral sentiment in the trade is better; 
there seems to be less singing of the 
blues and more action on the part of 
merchandisers to get busy and throw 
off the effects of the stagnancy of 
business, to try to effect a more 
speedy recovery of trade. 


PRICES MORE STABLE 


Common belief is that the time of 
reading “New low for stocks,” “New 
low for wheat,” and similar headlines 
in the papers has passed. Experience 
has proved that there may be more 
than one “bottom” to stock and com- 
modity prices. In late weeks one 
“bottom” after another was reached, 
but for a period of three weeks or 
more there has been comparative sta- 
bility or advance in the majority of 
commodities and stock figures. Hard- 
ware prices are very low, but aside 
from sheets and bars most items re- 
main steady, with only minor fluctua- 
tions of slight significance. 


BUSINESS CONDITIONS 


Hardware men in this territory ob- 
serve a marked difference between the 
business recession of 1930 and that 
of 1921. They point out that the con- 
ditions in those two years were sim- 
ilar except in two important points. 
In the year 1930 we have plenty of 
money with a decreasing interest rate 
and low inventories. While in the 
year 1921 there was a rising interest 
rate with heavy inventories. Which 
goes to prove, they say, that there is 
lack of goods whenever goods shall be 
called for and that there is plenty of 
money available to finance business 
enterprise. Another thing that would 
seem to bear out the supposition that 
the present recession is caused by an 
unnecessary frugality on the part of 
the people is the fact that, in many 
instances where sales are rather neg- 
ligible, collections are better than 
usual. People seem to be “sitting 
tight” and liquidating their obliga- 
tions. This, it is pointed out, will in 
all probability be followed by a buy- 
ing spree. 
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LOUISVILLE: 


(Louisville Office of HARDWARE AGE) 
LOUISVILLE, Dec. 9. 

OUISVILLE is now seeing the 

I | opening of a very good holi- 
day trade. This applies to re- 

tail hardware stores handling stoves, 
cutlery, sporting goods, rifles, ammu- 
nition, etc. Hardware wholesalers 
report the country trade picking up. 
Since Thanksgiving day it has been 
quite cold in this territory; colder on 
that particular day than since 1898. 
Since then the weather moderated and 
the snow disappeared, but early this 
month frigid temperatures again re- 
turned. Naturally, a better demand 
has prevailed for seasonable merchan- 


dise. 
CHRISTMAS CARNIVAL 


Neither the temperature nor the 
winds marred the fine Christmas Car- 
nival Parade staged on the night of 
Nov. 28. The parade was six miles 
long, requiring two hours to pass a 
given point. More than one hundred 
floats passed in review. Merchants, 
manufacturers, industrials and utili- 
ties participated in the parade which 
moved through the business section 
of the city. Among the floats, one 
decorated by the Pollack Hardware 
Co., showing displays of hardware, 
attracted considerable attention. 


BUILDING PROJECTS 


The year 1930 has not been con- 
spicuously active in large building 
work and indications are that 1931 
will be better. The Southern Bell 
Telephone Co. is erecting a tall build- 
ing, which will be completed in 1931. 
The Louisville Gas & Electric Co. will 
also erect a tall building. Residential 
projects are not numerous. The local 
business in builders’ hardware has not 
been brisk, but in the towns and cities 
of the State trade has been fairly 
active. 


ACTIVE MERCHANDISE 


Heating stoves and accessories have 
picked up a good deal in November 
and December orders. Cutlery and 
sporting goods are fairly active. 
Shelf goods are rather quiet. Paints 
and fencing have been moving well. 
Despite the drought, keenly felt in 
Kentucky, dairy supplies have been 
active. Housewares, tin and crockery 
have enjoyed a good fall demand and 
a very brisk Thanksgiving trade in 
the city proper. Many fine displays 
featuring this class of merchandise 
were staged by leading stores. 


GENERAL CONDITIONS 


Unemployment in Louisville has 
been considerable, but in manufactur- 
ing industries generally it is being 
reduced by the addition of new 








AT A GLANCE 


Holiday business has re- 
ceived a brisk start. Whole- 
salers report trade picking up 
in rural sections. Colder 
weather has created a better 
demand for winter lines. 

* * & 


Merchants of Louisville co- 
operated in staging a Christ- 
mas Parade on the night of 
Nov. 28. Indications at the 
present time tend to point to 
increased building activity in 
this section next year. 

* 8 & 


Heating stoves and acces- 
sories, cutlery, sporting goods, 
dairy supplies and house- 
wares are all prominent on 
current orders. Some im- 
provement has been noted in 
local employment conditions. 

* * # 

Jobbers are enjoying a very 
active holiday trade in articles 
suitable for gift purposes. 
Radio sets are quite active at 





the present time. 








quotas of men, while the municipality 
itself is also aiding in the campaign 
to reduce unemployment. Business 
of firms dealing in hotel and restau- 
rant supplies has been brisk. Whole- 
salers of mill supplies report that fol- 
lowing a quiet autumn business is 
now picking up to some _ extent. 
Wagon and carriage stock wholesale 
establishments, handling iron and 
steel, report a rather quiet year in 
1930. 

Some of the cities in southern Ken- 
tucky, Hopkinsville, Mayfield and 
Paducah, have enjoyed a fair quota 
of building and in the cities men- 
tioned the demand for builders’ hard- 
ware has been generally good. The 
tobacco sales are starting at this 
season and the crop will run into the 
millions of pounds. Opening prices 
were at fair levels. 

In central Kentucky, Richmond, 
Danville, Morhead, Lexington and 
Frankfort have had_ considerable 
building and the hardware demand 
has been relatively good. Eastern 
Kentucky cities and towns, located in 
the mining and timber sections, are 
having good trade activity, although 
a few mines have been inactive, the 
majority of them are operating. 
With regard to prospects for the 


Outlook Is Brighter for 1931 
—Hboliday Business Is Brisk 


coming year, J. M. Stone, secretary 
of the Kentucky Hardware and Im- 
plement Association, said he thought 
the country stores had enjoyed a fair 
trade this year and could safely ex- 
pect better business in 1931. The 
summer drought was said to have re- 
duced this year’s volume. 


WHOLESALE ACTIVITY 


Large plow manufacturing plants 
in Louisville are active and a good 
season was reported, notwithstanding 
the drought. Indications were de- 
clared bright for the coming year. 
The implement lines produced in 
Louisville are sold widely in the South 
and Central States and to some ex- 
tent in the West. One of the na- 
tionally known wholesale hardware 
establishments, located in Louisville, 
is having a very active holiday trade 
on articles suitable for gift purposes. 
Much of the business coming in is be- 
ing received from rural agricultural 
sections. 

The radio trade covered here by ten 
or more jobbers and many retail 
dealers appears to be quite active. 
Many hardware stores in this section 
are now handling radio. During the 
current year considerable develop- 
ment in this branch of trade has been 
apparent in the local market. 





Wholesale Price Index Shows 
First Upward Trend in Months 


The wholesale price index of the 
National Fertilizer Association, con- 
sisting of 476 quotations, rose four 
fractional points during the week 
ended Nov: 29. Previous to this rise 
the index had not shown an upward 
trend since Sept. 138. The index num- 
ber now stands at 81.3, compared with 
80.9 last week and 95.3 a year ago. 
It is interesting to note that for the 
same week a year ago a slight ad- 
vance was made immediately follow- 
ing a rather long weekly decline. The 
index number of 100 represents the 
average for the three years 1926 
through 1928. 

Of the fourteen groups comprising 
the index, two advance, six declined, 
and the remaining six showed no 
change. The advances were noted in 
the groups of grains, feeds and live 
stock, and in fats and oils. 

Corn, oats, wheat, barley, cattle, 
hogs, lambs, flour, lard, cottonseed 
oil, cotton yarn, silk and cottonseed 
meal were included in the list of 19 
commodities that advanced. Twenty 
commodities declined during the week, 
including butter, eggs, ham, pig iron, 
zinc, tin, rubber, calfskins, cotton and 
superphosphate, one of the basic fer- 
tilizers. 
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CHICAG 


(Chicago office of HARDWARE AGE) 
CuHIcaGo, Dec. 9. 


NOWS and below-zero tempera- 
S tures have accelerated the an- 

nual movement of winter goods. 
Thanksgiving was white and cold 
enough for any Christmas. Skates, 
skis, gloves, anti-freeze solutions and 
all such merchandise are moving out 
to merchants who had not »>repared 
for cold weather. With the sudden 
call for goods that sell mainly when 
the mercury is down and with the nor- 
mal demand of the season for holiday 
items, the hardware trade is hasten- 
ing into December at a rather lively 
gait and rolling up a rather impres- 
sive volume as it goes. True, there 
was a good deal of slack to be taken 
up before this movement began; nev- 
ertheless it is on at full tilt and hard- 
ware people, wholesalers particularly, 
are enjoying it while it lasts. 


COPPER RIVETS HIGHER 


Copper rivets and burrs were ad- 
vanced 17 per cent by manufacturers 
when copper went up to 11%c. and 
12c. two weeks ago; only a limited 
quantity is now in the hands of the 
jobbers at the low prices. For a week 
or so lawn mower orders for future 
shipment have been coming into the 
wholesale houses more freely. Four 
leading manufacturers of fly swatters 
have announced that their 1931 prices 
will be the same as those for 1930. 
Linseed oil has reacted in the last few 
days, creeping upward three cents a 
gallon after remaining steady for a 
considerable period; indications, how- 
ever, point to a large flax crop and 
few buyers are making purchases for 
spring delivery. 


MOST ACTIVE LINES 


Recent snowfall in the Chicago ter- 
ritory, together with much colder 
weather, has caused a spurt in the 
chain business. Anti-freeze and other 
winter accessories are in lively de- 
mand, many retailers having been 
caught with short supplies. Radio is 
moving well, with the mantel, or 
midget, type in the lead. The holiday 
movement of bicycles is fully as good 
as that of last year. A new fruit 
press of merit, priced to make a prof- 
itable dollar item for the dealer in 
comfortable competition with the 
mail-order trade, has appeared. 
Wholesale buyers report a lively run 
on the new cake covers of fluted pat- 
tern, with a wholly inadequate sup- 


ply. 


NAILS AND WIRE 


Sales of nails and wire have eased 
off materially because of the sharp 
drop in temperature which came just 
before Thanksgiving and stimulated 





AT A GLANCE 


Snow and below zero tem- 
peratures have accelerated the 
annual movement of Winter 
lines. This activity together 
with the demand for holiday 
goods has resulted in a rather 
impressive current volume of 
business. 

* * & 

Copper rivets and burrs 
have advanced influenced by 
the higher quotations prevail- 
ing for the raw material. Fu- 
ture orders for lawn mowers 
are being received more freely. 
Linseed oil has advanced 3 
cents per gallon. 

* # & 


Midget radio sets continue 
to move briskly. The holiday 
movement of bicycles is fully 
as good as last year. Tire 
chains and anti-freeze solu- 
tions are active. 

* 8 # 

An upward trend in wire 
and nail prices is expected in 
the Spring. Makers of eaves 
trough, etc., have reaffirmed 
present prices for the first 
quarter of next year. Rope 
prices show a firmer tendency. 
Electric clocks have become a 
lively hardware line. 











the demand for ice skates. However, 
the November volume on the former 
line compares favorably with that of 
November, 1929, probably revealing 
a healthier condition in the funda- 
mentals. An attitude of increasing 
confidence and courage is apparent at 
the mills. Leading makers of nails 
and wire seem definitely committed to 
a firm price program. Unless some 
unexpected negative should develop, 
an upward trend is likely to register 
at the first sign of improved buying 
in‘the spring. 


EAVES TROUGH, ETC. 


Copper sheets and wire have re- 
acted to a price basis which consid- 
erably reduces the rather drastic ad- 
vance of the copper market in mid- 
November, confirming the wisdom of 
the copper goods manufacturers who 
did not hastily follow that upward 
jump to its full extreme. Makers of 
eaves trough, conductor pipe and el- 
bows have announced that present 
prices shall continue unchanged 


Winter and Holiday Lines Are Active 


> ° a ‘ 
@ Some Price Revisions Are Effective 


throughout the opening quarter of 
next year. This is evidently a reflec- 
tion of current demand, although it is 
early in the season for the movement 
of such goods; little activity is noted 
now in orders for spring shipment. 


ROPE PRICES FIRM 


Farm relief measures in the dis- 
tant Philippines is currently reflected 
in the domestic rope market. Fig- 
ures are stiffening. Advice from a 
leading manufacturer indicates that 
manila fiber seems to have reached 
its lowest point about Sept. 15, 1930. 
Since then it has made several frac- 
tional advances and now stands firm 
at prices from a half cent to a cent 
higher than what seems to have been 
the bottom figure nearly three months 
ago. Receipts of manila fiber from the 
islands are small. Many of the plant- 
ers there have stopped cleaning and 
bundling hemp in order to curtail the 
supply. 

ELECTRIC CLOCKS 


Electric clocks are assuming a 
stronger and stronger position in the 
hardware picture. More and more 
dealers are stocking and pushing elec- 
tric alarm, mantel, hall and kitchen 
clocks. These are now available in 
beautifully designed cases at popular 
prices. They insure absolutely cor- 
rect time. Interest in them lately has 
been keener than ever. The whole- 
salers are doing a good job of dis- 
tributing them through the regular 
retail hardware channels, and there 
are good grounds for believing that 
this trade will capture the bulk of the 
electric clock business instead of the 
jewelry store, which is also making a 
strong bid. Superior merchandising, 
of course, will swing the decision. 

A hardware jobbing representative 
offers these significant figures: ‘Ten 
million American homes already have 
radio receivirig sets. Eight million of 
the nineteen million wired homes own 
vacuum cleaners. Eighteen million 
homes have telephones. Seventeen 
million are equipped with electric 
irons. But less than five hundred 
thousand homes have electric clocks. 
Such data should give the hardware 


retailer some idea of the wonderful 


field thus open to him. With six or 
eight electric clocks—that is, three or 
four alarm numbers, two or three wall 
or kitchen models and one or two 
mantel clocks—well displayed and 
well advertised, he will get this busi- 
ness, now in its infancy. Approxi- 
mately one million electric clocks a 
year could be sold for the next twenty 
years before they could catch up with 
electric irons. It would take ten years 
at this rate for them to overtake 
vacuum cleaners.” 
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PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 
PITTSBURGH, Dec. 9. 


HILE holiday items are 
W onovine out of jobbers’ stocks 

in fair volume, business thus 
far in the month leaves something to 
be desired. Dealers apparently are 
taking no chances of carrying a sur- 
plus stock of such items into the new 
year, and in some cases are making 
efforts to move last year’s carryover 
before stocking new items. As a‘ re- 
sult orders are rather restricted, and 
in some lines additional business has 
been placed for restocking of items 
which had been ordered previously in 
reduced numbers. Under such cir- 
cumstances it is not unlikely that 
aggregate holiday business may be 
rather ‘satisfactory, even though 
earlier orders have been somewhat 
disappointing. 


TREND OF DEMAND 


In nearly all cases emphasis is be- 
ing placed on the lower priced lines 
and inexpensive items. Such articles 
as cooking stoves, washing machines 
and radios were moved out of job- 
bers’ stocks in fairly good volume dur- 
ing November, but sales totals are 
falling considerably under normal 
years on all such products. 


MIDGET RADIO 


An exception must be made in the 
case of midget radios, which have 
proved to be a particularly active item 
this season, but at the expense of 
the larger receiving sets. In fact 
some jobbers are considering discon- 
tinuing their lines of full size receiv- 
ers and carrying only the smaller 
products. Among the smaller holiday 
lines electric appliances are moving 
particularly well. Electric clocks are 
really beginning their first season of 
widespread acceptance, and the 
kitchen sizes seem to be very popular. 
Sleds are in good demand, but the 
weather has not been sufficiently cold 
to stimulate movement of ice skates, 
and jobbers have received only light 
orders for Christmas display. 


WINTER LINES 


Demand for high-powered cart- 
ridges has passed its peak, but there 
is still some movement which will 
continue until the end of the deer 
hunting season. Sales this year were 
the best in some time, and jobbers 
were forced: to pass up some business 
because of their inability to get de- 
liveries from manufacturers. Lighter 
ammunition and firearms are no 
longer active. Colder weather has de- 
veloped a steady and growing demand 
for heating accessories as well as for 
ventilators and other kindred items. 





AT A GLANCE 


While the holiday demand 
has been fair, the current ag- 
gtegate volume of business 
has been rather disappoint- 
ing. Emphasis is being placed 
on popular priced Christmas 
merchandise. 

* 8 % 

Midget radio sets continue 
to be a very active item. Elec- 
tric appliances and electric 
clocks are moving particularly 
well. Sleds are in good de- 
mand. 

* 8 # 


While the peak of the de- 
mand for high-power car- 
tridges has passed, the demand 
this season was the best in 
several years. Colder weather 
has stimulated activity in win- 
ter lines. 

* * & 

An upturn is expected in the 
steel industry during January. 
Unemployment is still a seri- 
ous factor. Collections con- 
tinue to have a tight status. 











Staple lines, such as builders’ hard- 
ware, are quiet, but the approaching 
holidays have brought some demand 
for kitchen utensils and household 


goods 
PRICE REVISIONS 


Price changes during the week have 
been of a minor character, but manu- 
facturers of shovels are considering 
an advance for next season which 
may be announced before the end of 
the year. Some readjustments in 
quotations on builders’ hardware are 
also expected to be made-by a leading 
manufacturer in the next few days. 
Nails are fairly well established at 
$2.15 to $2.20 per keg, and wire prices 
are better stabilized. Shading on 
bolts by jobbers continues, although 
this district is not so seriously af- 
fected as others are reported to be. 
Revision of sheet steel prices is ex- 
pected in view of the continued decline 
in mill prices. 


STEEL INDUSTRY 


The Pittsburgh district steel indus- 
try has largely discounted the unfa- 
vorable character of December busi- 
ness, and is now centering its atten- 
tion on the expected upturn during 
January. Present mill operations are 


Current Volume Is Disappointing 
Recent Price Changes Unimportant 


not above 40 per cent of capacity, 
with many of the smaller independent 
companies running at a considerably 
lower rate. Current specifications are 
very light, and the prospect of in- 
ventory taking late in the month will 
prevent any upturn until after the 
first of the year. Talk of advancing 
steel prices has stimulated some in- 
terest in first quarter contracting, al- 
though this tendency is reflected more 
in oral covering for the next three 
months rather than in the actual plac- 
ing of contracts. It is believed that 


any further advance in quotations at 


this time would not be seriously re- 
flected in shipments during the first 
quarter, although current buying in 
that period might be made at a higher 
level. The railroads continue to oc- 
cupy the center of interest of one of 
the consuming industries, with rail in- 
quiries now coming out and prospec- 
tive car purchases looming as a large 
outlet for steel in the first quarter. 
However, some. of the principal in- 
quiries for-equipment are of a tenta- 
tive nature, and may not be placed as 
soon as now thought. 


COAL INDUSTRY 


Colder weather has stimulated the 
coal business, but operations are 
spotty and business conditions in the 
mining centers are unsatisfactory. In- 
dustrial demand for coal and coke is 
still declining, and domestic purchases 
can hardly take up all the slack cre- 
ated. 


GENERAL CONDITIONS 


Department store trade in Pitts- 
burgh is getting off to a fairly good 
start for the holiday season, and a 
number of firms have reduced their 
stocks to such a low point that it may 
be necessary for them to call on job- 
bers to supply their pressing needs. 
during the next two or three weeks. 
Unemployment is still a serious fac- 
tor. The extent of buying power is. 
hard to determine, but it is believed 
that only in extreme cases will Christ- 
mas buying be entirely neglected. The. 
Christmas saving fund totals in the 
Pittsburgh area have been as large as 
usual, and some large companies plan 
to operate at a good rate during the 
next two weeks in order to give their 
employees large Christmas pay en- 
velopes. While this may reflect in 
reduced purchasing after the holi-. 
days, it will at least bring some- 
money into the stores which might: 
have been spent for other things if 
handed out in normal times. Collec- 
tions are still tight and offer little en- 
couragement for becoming easier until 
after the first of the year. 
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THE ONLY. SHOT THAT COUNTS !S THE SHOT THAT HITS 


















Model 24 Autoload- 
ing .22 caliber Rifle. 
Retail price, stand- 
ard grade... .$25.45 






Useful 
gifts with a nationally 
known trade-mark ...... 


Christmas shoppers this month, more than ever 
before, will select as gifts the goods made known 
by national advertising. 


Thousands of hardware stores contain a wide 
range of Remington products that make valued, 


enduring gifts. 


Now is the time to bring forward all these 
Remington products in your store—rifles, shot- 
guns, pocket knives, sheath knives, scissors or 
household cutlery. 


The name Remington on a gift is twice appre- 
Slicer No. Ks6os.  Ciated—by the giver who has the satisfaction of 
Retail price... .$1.50 . ° ° 

making a gift of unquestioned usefulness and 
reputation—by the receiver who recognizes in 
the name Remington a mark of value and quality. 


Christmas shoppers in your town know 
Remington. . 


They will buy Remington products if they are 
well displayed in your store during the holiday 


season. 


President 





Pocket Knife R3843. fi 
Retail price. ...$4.00 i 








| hate: 





Shears No. D17 Length 
a 
Retail price... .$1.55 





The greatest value ever offered—The 
Remington Standard American Dollar 
Pocket Knife. 


“The Sportsman” 
Three shot, 20 gauge 





Shotgun. 5 
Retail price. . .$56.75 Sheath Knife RH32. 
Retail price... .$2.:25 











REMINGTON ARMS COMPANY, Ine. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City Telephone, Digby 0766 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
© 1930 R. A. Co. 
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CLEVELAND: 


1Cleveland office of HARDWARE AGE) 
CLEVELAND, Dec. 9. 
ECEMBER started with more 
D activity in hardware business, 
which has been stimulated to 
some extent by demand for holiday 
lines as well as by the extremely cold 
weather that prevailed recently. Job- 
bers find some satisfaction in their 
volume of business during November, 
their sales for the month showing an 
upward trend. While November busi- 
ness was below the corresponding 
month last year, the percentage of de- 
crease was not large and was less than 
the loss in October as compared with 
October a year ago. 


ACTIVE WINTER LINES 


Lines that have benefited material- 
ly by the cold weather and snow in- 
clude snow shovels, for which the de- 
mand has been very heavy, sleds, tire 
chain, anti-freeze solutions, gloves, 
robes and blankets. Orders for skates, 
which have been rather slow, show an 
improvement. 


HOLIDAY MERCHANDISE 


Among lines that are either strict- 
ly holiday merchandise or which are 
stimulated by the holiday demand, me- 
chanical and other toys are showing a 
great deal of activity. Gift tool sets 
and tool chests are moving fairly 
well. Cutlery and clocks have taken 
quite a spurt. A fair amount of busi- 
ness has also developed in bathroom 
seales. Electric household appliances 
are still rather quiet, indicating that 
many retailers are delaying in placing 
orders for these items for their holi- 





AT A GLANCE 


. December has started with 
increased trade activity. Cold 
weather has stimulated ‘the 
movement of winter lines, 
while holiday merchandise is 
in better demand. 

* 8 & 


Lines accelerated by the 
cold weather and snowfall 
include snow shovels, sleds, 
tire chains, anti-freeze solu- 
tions, gloves, robes and 
blankets. The demand for 
Christmas lines embraces a 
wide variety of goods. 

* % & 

Heating stoves continue to 
move in a healthy volume. 
Not much interest is being 
taken in Spring merchandise. 
Midget radio sets are in fair 
demand. Few price changes 
are reported. Collections con- 
tinue fairly good. 











day trade. Roasters are still moving 
well. A fair demand has developed 
for wheel goods and there is a mod- 
erate amount of activity in glass bak- 
ing, ware and mountings. Chinaware 
is rather dull. Christmas tree outfits 
and electric lamps for decorative pur- 
poses are quite active. 


HEATING STOVES 


‘ 
Demand for gas and coal heating 
stoves continues heavy. However, re- 
tailers are placing small orders so as 


December Has Shown Increased Activity 
Few Price Changes Have Been Reported 


not to carry many stoves in stock and 
are following these up with repeat 
orders when certain items are dis- 
posed of. 

Not much interest is being taken in 
spring merchandise. Some orders are 
being placed for poultry netting sub- 
ject to prices for next season, which 
have not come out, and for pruning 
shears and saws. 


MIDGET RADIO SETS 


Midget radio sets are in fair de- 
mand, but the more expensive sets are 
dull. There is not much activity in 
radio tubes and other accessories. 


PRICE REVISIONS 


Few price changes are reported. A 
10 per cent reduction has been made 
on wool twine and jute wrapping 
twine. .Present prices have been re- 
established for the first quarter for 
steel roofing and siding, eaves trough 
and conductor pipe. Galvanized steel 
roofing, 28 gage, 1% in corruga- 
tions, is quoted at $3.44 per square 
and with 2% in. corrugations $3.39 
per square. 

Collections continue fairly good. 


EMPLOYMENT 


Employment conditions in Cleve- 
land, while still bad, are slightly bet- 
ter than a few weeks ago. Few indus- 
trial plants are operating at over 50 
per cent of capacity and a large share 
of employees are working part time. 
The city is furnishing part-time em- 
ployment for a large number of men 
for work recently authorized by bond 
issues. 





The Nation’s Balance Sheet 


(Continued from page 46) 


from the ability of people to buy 
and that ability is represented by 
the current wealth which they 
have laid aside. That is the coun- 


try’s pocket book. This is the con- 
crete evidence of our assured pros- 
perity. 

Induce the owners of this capa- 
cious purse to open it and again 
freely spend its contents, of which 
they have more than they ever be- 


fore owned, and commerce will 
then quickly take care of itself 
and eliminate all further occasion 
for discouraging comparisons. In- 
stead of minus signs, business will 
then compute its progress in plus 
symbols. 

To restore this equilibrium, sun- 
shine movements, buttons declar- 
ing business to be good and all 
other artificial stimulants are use- 


less without a fat rational purse 
supporting them. 

With that in our possession, on 
the other hand, it is impossible to 
hold back much longer purchases 
of the essentials of life. On this 
single influence alone can depend- 
ence be placed for recovery in 
trade of such proportions as to as- 
sure the nation normal business, 
which means a period of prosper- 
ity when measured by our wealth. 

It is to this prospect that our 
Nation’s Balance Sheet directly 
points as a certainty. 
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Gymnasium divisible 3 ways 


with Folde RWay partition doors 


Here FoldeR-Way makes possible a three-way division of gymnasium and 
‘gallery’? space. A sliding-folding partition cuts the “‘gym”’ itself in half 
or throws both halves open into one great sporting arena. The raised 
“gallery”? for spectators may be partly or entirely open, permitting a 
view of the whole gymnasium or of either half; or this elevated space may 
be completely closed off for separate gatherings. 


FoldeR-Way equipment is used in hundreds of unique arrangements 
which utilize every foot of floor space and make for the maximum of con- 
venience in various school activities. 


The outstanding features of FoldeR-Way installations are absolute silence 
and ease of operation. One man can quickly move the largest of FoldeR- 
Way partition doors. Maintenance expense is negligible; adjustments 
simple and infrequent. 


When it comes to figuring on big openings or little ones, consult an R-W 
engineer; doorways are his specialty. Write today for R-W catalog. 


Richards-Wilcox Mfg. ©. 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 





Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati 
Indianapolis St.Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta 
Richards-Wilcox Canadian Co., Ltd., London, Ont, Montreal Winnipeg 





FoldeR-Way installa- 
tion at the Avondale 
School, Birmingham, 
Alabama. 


Si 


Ss 
1880/1930 


The beauty and smooth 


operation of R-W Com- 
pound Key Veneered doors 
are lasting. Sagging, warp- 
ing, swelling, shrinking are 
practically setae by 
tongue and groove method 
of applying veneer. These 
famous doors are now made 
exclusively and sold only 
by R-W for FoldeR-Way 
partitions. 





“Quality leaves 
its imprint”® 
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NEW YORK: 


NEw YORK, Dec. 9. 


HILE the month of Decem- 
W ie has received a healthy 

start, a great deal depends 
upon the weather during the balance 
of the month, as to what total sales 
figures will disclose. December sales 
will also be influenced by the extent 
of the holiday demand, which up un- 
til now has been rather disappointing. 
As a usual thing December is the 
banner month for hardware whole- 
salers who handle toys and other 
holiday lines in a rather extensive 
manner. It is too early to predict 
whether it will maintain the leading 
position this year, but jobbers in the 
lines mentioned are hopeful, and are 
going after the business in an ag- 
gressive manner. They are fully ex- 
pecting that a heavy last minute de- 
mand will develop for Christmas lines. 
In local wholesale establishments 
who do not deal extensively in holi- 
day merchandise the current month 
is normally in from third to fifth po- 
sition so far as monthly sales volume 
is concerned. The latter firms voice 
the opinion that the month will re- 
tain the same relative position this 
year. In comparison with the same 
month of a year ago sales with whole- 
salers are running from about 10 per 
cent to 18 per cent behind. It should 
be noted, however, that price declines 
since the first of the year average 
about 10 per cent. 


WINTER WEATHER HELPED 


Lower temperatures during the first 
part of last week served to quicken 
the demand for many winter lines. 
Freezing temperatures developed the 
first pronounced call of the season 
for ice skates. Other items needed 
by consumers to cope with frigid 
weather conditions moved in ac- 
celerated volume. A protracted cold 
spell, accompanied by snow, would 
do much to further stimulate busi- 
ness during the next few weeks. De- 
spite the fact that the metropolitan 
district has been without snow so far 
this winter, sleds have been quite 
active on holiday orders. Some snow 
tools have also moved, but a stronger 
demand will materialize when weather 
condition create the need for this type 
of merchandise. 


TOY REORDERS 


The public has started to buy toys 
for Christmas, which has produced a 
considerable volume of reorders and 
an improved demand for better grade 
toys. Some shortages have devel- 


oped already in popular types of 
juvenile vehicles and other shortages 
are predicted by distributors, who 
declare that it has been impossible for 





AT A GLANCE 


Business so far this month 
has been fairly good. The 
monthly sales total will de- 
pend largely upon the weather 
and the extent of the holiday 
demand. 

* % # 
Skates started to move briskly 
following several days of 
cold weather during the early 
part of last week Winter lines 
also moved in increased ac- 
tivity. 

* % # 

Toy reorders are now being 
received as the consumer de- 
mand has already started to 
register. Some shortages have 
developed in certain types of 
wheel goods. Electric appli- 
ances are in fair demand. 
Electric clocks are very active. 

* # & 

Builders’ hardware and con- 
struction supplies are in light 
demand, but indications pre- 
sage improvement next year. 
Screw prices have advanced 
about ten per cent. Collec- 
tions are fairly satisfactory. 











manufacturers of wheel goods to cor- 
rectly determine the extent of the de- 
mand far enough in advance to pre- 
pare for it. Fletcher D. Dodge, sec- 
retary of the Toy Manufacturers of 
the United States of America, esti- 
mated that the production of toys this 
year will be about on the 1928 level, 
following a 4 per cent gain in that 
year and also in 1929. He stressed 
the fact that retail stocks of toys are 
so low that unless early purchases 
are made shortages will be encoun- 
tered and declared that the trade will 
be benefited in 1931 by only a small 
retail carryover of merchandise. 


ELECTRIC APPLIANCES 


Recent orders for percolators, toast- 
ers, waffle irons and similar table ap- 
pliances for the holidays have fallen 
below expectations, due to the smail- 
order policies adopted by retailers to- 
gether with delayed purchasing. Ac- 
cording to a leading manufacturer the 
sales volume for the fall and holiday 
seasons are considerably under last 
year’s levels. At the present time a 
fair business is being done on rush 
orders for popular priced appliances, 
retailing under $5. Electric clocks aré 
in excellent demand. Many retailers 


Year May Close with Good Month— 
Screws Advance About 10 Per Cent 


who have added the line during re- 
cent months are enjoying a brisk 
holiday trade on a wide variety of 
electrical clocks. 


CONSTRUCTION 


Awards-for construction of all types 
last month in the metropolitan area 
of New York totaled $56,702,200, ac- 
cording to the F. W. Dodge Corpora- 
tion. In October construction con- 
tracts awarded in this territory: were 
valued at $80,053,300, while in No- 
vember, 1929, contracts totaled $150,- 
658,900. 

Of last month’s total $33,092,300 
was for new residential’ buildings, 
$14,110,100 for non-residential build- 
ings and $9,499,800 for public works 
and utilities. Residential building 
awards, totaling $33,092,300, compared 
with $46,114,700 in October and $38,- 
856,100 in November, 1929. 

For the eleven elapsed months of 
1930 contracts of all types awarded 
in the metropolitan area were valued 
at $876,401,400, as against $1,135,- 
761,900 for the corresponding eleven 
months of 1929. 

Builders’ hardware and construc- 
tion supplies are in light demand, al- 
though there are some indications of 
improvement during the first quarter 
of next year. Wholesalers believe 
that prices on builders’ hardware 
and tools will become more stabilized 
and increased construction of the res- 
idential type is contemplated in this 
trade area. 


SCREW PRICES ADVANCE 


Discounts on wood screws have 
been revised. Five points have been 
taken from the discount to dealers, 
making the advance equivalent to ap- 
proximately 10 per cent. This move 
together with the advance of $1 per 
ton announced by leading steel mills 
will have a stabilizing effect on the 
prices of some hardware products, ac- 
cording to the views expressed by 
wholesalers. It is understood that 
price concessions which have been 
granted rather freely on certain well 
known tool lines will be withdrawn in 
the near future. The fact that some 
extra discounts which are offered for 
early booking and delivery of some 
spring lines will be withdrawn on Dec. 
31 has resulted in more interest being 
shown in the lines affected. Price 
shading continues to be rather pro- 
nounced in nail and smooth wire 
transactions. 


COLLECTIONS 


The credit situation is considered 
fairly satisfactory by most whole- 
salers, although some dealers are 
slower than usual in meeting their 
obligations. 
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OSBORN WINDOW BRUSH NO. 93. 


Oblong pattern. Black horse 
hair. A very popular seller. 





OSBORN FLOOR BRUSH NO. 896. 


Mixed fibre and wire thoroughly mixed 
in each hole. Excellent for sweeping 
garage, basement or factory floors. 











OSBORN FLOOR BRUSH NO. 856. 


Selected gray fibre. An exceptionally 
popular brush for sweeping sidewalks, 
basements, garages and factories. 








OSBORN FLOOR BRUSH NO. 224. 


Mixed hair and fibre. A wonderfully 
efficient brush for sweeping smooth 
floors in homes, offices, stores, etc. 






ET a customer get the feel of an 
Osborn Floor or Window Brush 
and it’s half sold. Well-balanced 
from the tip of the handle to the 
working end, Osborn Brushes are 
built to satisfy. Only high-quality 
materials are permitted to go into 
Osborn Brushes. They are quality 
throughout. § Clean-cut profits are 
yours when you sell Osborn Floor 
and Window Brushes, Paint and 
Varnish Brushes, Wire Scratch 
Brushes, Wire Wheel Brushes, 
Bass Brooms, Push Brooms, House- 
hold Brushes and other popular 
brushesinthe complete Osbornline. 


Ti OSBORN MANUFACTURING LOMPANY 


5401 HAMILTON AVENUE - CLEVELAND, OHIO 


SALES BRANCHES: 
New York - Detroit - Chicago + San Francisco - Los Angeles 





. 





Biers: hes 
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BOSTON: 


(Boston office of HARDWARE AGE) 
Boston, Dec. 9. 


DDITIONAL gains in holiday 
Ages sales are reported by the 
jobbing trade. These reports, 
however, are by no means reassur- 
ing because holiday business so far 
this month has been disappointing and 
there is no possibility of final sales 
reaching anywhere near the volume of 
December, 1929, unless, of course, the 
unexpected happens. It is confidently 
believed that as Christmas draws 
nearer retail demands for holiday 
merchandise will continue to increase 
and that during the two or three busi- 
ness days before that holiday it will 
be hectic. But it is generally recog- 
nized that the gap between 1930 and 
1929 sales already has widened to 
such an extent that it cannot pos- 
sibly be filled. 

Recent cold, snappy days enlivened 
buying of ice creepers, ice skates, 
sleds, snow shovels, tire chains and 
similar merchandise. The deer hunt- 
ing season in Massachusetts officially 
opened on Monday, Dec. 1. On that 
day 85 deer were brought down, on the 
second day but 60 and since then the 
daily kill has been averaging smaller 
and smaller. Most of the deer hunt- 
ing in this State is done in the west- 
ern section and retail hardware deal- 
ers there report increased sales of 
shells, rifles and other hunters’ acces- 
sories. 


TOY SALES SMALL 


Toy sales are small. Possibly just 
as many individual retail dealers 
bought toys the past week as did in 
the corresponding week last year, but 
individual purchases are much 
smaller. Jobbers’ order blanks as a 
rule were fairly well occupied by 
specifications, but in eight out of ten 
cases each item was forasample or a 
twelfth of a dozen or possibly a quar- 
ter-dozen. Jobbers say current buy- 
ing shows one or two things. Either 
retailers carried over toys from last 
season or they have little confidence 
that toys will go big this year. 


FUTURE ORDERS 


The average retail dealer is just as 
reluctant to buy futures as he is toys. 
Jobbing salesmen have _ constantly 
pointed out to the retailer that such 
merchandise as wire nails, poultry 
netting, fencing and similar wire 
products are relatively cheap and 
should be bought because of an im- 
pending advance in mill prices. 


DEALER ATTITUDE 


But the dealer has been indifferent 
to all such arguments. The advance 





AT A GLANCE 


Colder weather speeds up 
creeper and skate sales. 
* * # 
Toys are selling in small 
quantities this year. Future 
orders are showing little activ- 


ity. 
* * & 

Sales of silverware pick up 
noticeably. Midget radio set 
demand exceeds supply. 

* % & 

The general situation in the 
hardware industry is virtually 
the same as in all other lines. 











in plates, shapes and bars by the 
leading steel mills of the country on 
Dec. 3, and subsequent talk of pend- 
ing advances in wire products have 
failed to shake the indifference of the 
retailer. Perhaps the attitude of the 
retail trade generally is found in the 
utterances of one of the most success- 
ful local firms. 

This local firm says that under ex- 
isting general business conditions 
there is little need to get excited about 
the advance in plates, shapes and 
bars or about the impending advance 
in wire products. It points out that 
the mills tried to bolster up business 
by the same tactics early in the year; 
that bookings failed to materialize as 
a result of price advances; that the 
mills eventually were obliged to ac- 
cept even lower prices than existed 
before the advance. 


RADIO BUSINESS OFF 


Sales of radio sets for the last 
quarter of 1930 will fall materially 
short of the hardware trade’s pre- 
vious estimates. Radio sets retailing 
at more than $100 each can hardly 
be called a market factor. Interest 
centers very largely in machines that 
retail for less than $100. Unfortu- 
nately, manufacturers of such ma- 
chines have so much business on their 
books deliveries on the small sets are 
deferred, which means that many re- 
tail dealers will lose out on sales. 


GENERAL SITUATION 


The hardware situation is virtually 
the same as in all other lines. It is 
believed that November figures, when 
available, will show a slight increase 
in metal-working plant activities. The 
improvement here, however, is offset 


Holiday Goods Show Sales Gain — 


Winter Lines in Better Demand 


by a seasonal decline in leather and 
textile activities and by a further 
drop in furniture and automobile 
sales. The unemployment situation is 
practically -on a par with a month 
ago. 


SPECIALTY LINES ACTIVE 


Large retail dry goods stores and 
some of the specialty shops are doing 
a fairly large business, but it is con- 
fined chiefly to cheap merchandise in 
which profit is small. Chain stores, 
Woolworth as well as the smaller 
ones, are doing only a fair business, 
according to unofficial reports, and 
have a greatly minimized expansion 
plan in hand. Food chain stores are 
doing an excellent business, but at 
prices much lower than quoted in 
years. It is interesting in this con- 
nection to note that the Thanksgiving 
turkey market practically cleaned up, 
something that possibly never before 
happened.- The answer is found in 
the fact that turkeys at that time 
sold at retail at prices prevailing in 
our grandparents’ day. 


CREDIT SITUATION 


The credit situation may be said to 
be just as unsatisfactory as previous- 
ly reported. Hardware jobbers are 
not pushing creditors at this partic- 
ular time, hoping that retailers will 
be able to pay up old accounts after 
the holidays. These jobbers, as well 
as those in other lines, are frank to 
admit that the credit outlook is not 
particularly bright. 

No price changes are reported by 
jobbers this week. It is intimated, 
however, new prices will soon be is- 
sued on grass seed and some kinds of 
insecticides. 





Cutlery Production Increased 
7.5 Per Cent in 1929 


Cutlery and edge tools to the value 
of $78,393,306 were produced in the 
United States last year, according to 
preliminary reports made to the Bu- 
reau of the Census by 248 establish- 
ments. The production of last year 
reflected a gain of 7.5 per cent as 
compared with $72,912,288 reported 
by 230 plants in 1927. The chief 
items contributing to the 1929 total 
are: Safety razor blades, $41,044,- 
401; table cutlery, including kitchen 
cutlery, $8,213,601; pocket knives, 
$5,431,536; axes, adzes and hatchets, 
$4,682,242; scissors and shears, $3,- 
623,453. 
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TIMES HAVE CHANGED 


E. B. GALLAHER 
Treasurer, Clover Mfg. Co. 
Editor, Clover Business Service 


OST of my time, the past five years, has been spent answering inquiries from 
thousands of merchants, large and small, regarding the changes in business 
trends—helping them to get their houses in order to meet present-day competition. 


Certain it is, if we wish to succeed, we must anticipate economic changes—then 
prepare accordingly. 


Today the trend away from shoddy—the article made to sell in price competition 
—and towards the article of real worth, sold on a fair value basis—is unmistakable. 


That’s why I’ve built the greatest dollar value possible into Clover 
“Color Stripe” abrasive papers and cloths—have marked them with two 
broad colored stripes on the back of each sheet so that they can be 
instantly identified by the consumer—who I know will gladly pay a fair 
price and come back for more if the quality and capacity for work is 
really there. 

I don’t have to tell you that there is no profit on long-margin goods 
which are being sold on a price-competitive basis—you already know 
this—you have had your worries. 

I can tell you, though, that goods of real quality can and are being sold in 
today’s restricted market in large and increasing volume—and with full margins of 
profit to both jobber and dealer. 












surest thin 
 srgaea _ I wish you would try this out with Clover “Green Stripe” Sand 
Papers—Clover “Red Stripe” Emery Cloths—Clover “Yellow Stripe” 


i a 
Aluminous Oxide Cloths. 
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beller Sand -paper } 
want fo {Iry some? 






If you’ll offer them to your trade strictly on the basis of perform- 
_ ance—the actual work they will do—then sell them at our suggested 
prices—a sensation is awaiting you. 

| I know what I’m talking about, for I’ve seen it tried out 


not once but many times. Glad to send full-size sheets as 
samples to any dealer, with prices and full particulars. 








oes E. B. GALLAHER: 
Clover Grinding Compounds Clover Mfg. Co., Norwalk, Conn. 


Clover Color-Stripe Abrasive Papers and Cloths Send Sample Sheets 





Clover Flint Sandpaper 

















BOTH REPRESENT FULL VALUES Clover Turkish Emery Cloth 
BOTH CARRY FULL PROFITS Clover Aluminous Oxide Cloth 
They Cost You Nothing to Try. Name 
Address 
CLOVER MFG. CO. Norwalk, Conn. = 
Tracter 











of Business 














with the Co lor-slripes * 
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TWIN CITIES: 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Dec. 9. 


' X Y ITH the first of the series of 
holidays well in the back- 
ground, there is an increasing 
interest in Christmas, and the mer- 
chandise which is being offered in the 
stores for this day of days. In the 
larger cities the streets are well filled 
with shoppers, and the stores are ap- 
parently busy. Watching the shop- 
pers, one may see that it is for more 
than shopping that they are in the 
stores. They are there for buying, as 
attested by the packages being car- 
ried away. This is to say, in a differ- 
ent way, that confidence in general 
conditions is returning, and that re- 
gardless of conditions the holiday 
urge to buy for Christmas gifts is 
bringing results. 


SKATES ARE ACTIVE 


With cold weather as a steady diet, 
skating rinks have opened for the 
season, and skates are beginning to 
sell more briskly. Other winter sports 
items are in demand also, although the 
peak load of sales in this line is al- 
ways expected about the week be- 
fore Christmas. Stores featuring 
winter clothing for both sports and 


street wear are finding demand has, 


improved in the past two weeks. In 
fact, the settling down of continued 
sub-freezing temperatures with occa- 
sional snow storms has had the ef- 
fect of improving business in gen- 
eral. 


TRADE CONDITIONS 


Close observers in this section of 
the country continue to feel that we 
have less of the effects of depression, 
or, as sometimes called, the buyers’ 
strike, than in many other parts of the 
country. Recent statistics revealed 
the fact that while the entire country 
showed a decline in business for the 
year of more than 20 per cent, the 
average decline in Minnesota is about 
7 per cent, from that of a year ago. 
In Wisconsin the feeling is very 
much toward optimism, and sales in 
many lines show an upward tendency. 
This is also true of other States in 
the Ninth Federal Reserve district. 


SNOW WAS AID 


Recent snows gave hundreds of men 
employment in the Northwest, op- 
erating snow plows and_ shoveling 
snow in the streets. Every effort is 
being made to start construction work 
in different lines, to furnish labor for 
the unemployed. 


In connection with 





AT A GLANCE 


An increasing interest is ap- 
parent in Christmas merchan- 
dise. Holiday buying indicates 
that confidence in general con- 
ditions is returning. Skates 
have become an_ active 
item, influenced by favorable 
weather. 

* & & 

The feeling persists that the 
Northwest is relatively in bet- 
ter shape than most other sec- 
tions of the country. The 
average decline of business in 
Minnesota is but 7 per cent. 

* 8 # 

Recent snows gave hundreds 
of men employment. A cen- 
sus of unemployed disclosed 
the total below that which was 
expected. Midget radio sets 
are in excellent demand. 

* & *% 

Winter auto accessories are 
quite active. Few price changes 
of importance have become 
effective recently. Jobbers are 
prepared to fill the last minute 
rush orders for holiday goods. 











that, Minneapolis, St. Paul and Du- 
luth recently conducted a registration 
of the unemployed, and found that the 
total figures were below what had been 
expected, another indication of the 
soundness of general conditions here. 


MIDGET RADIO SETS 


Radio continues active in demand, 
and it seems that there is an increas- 
ing number of small sets, or minia- 
ture sets, on the market, all of which 
are drawing a good trade. The prob- 
lem with the midget sets, however, is 
what they are doing to the market for 
the larger sets. The question arises as 
to whether they are not having the 
effect of replacing in many instances 
the larger sets, or opportunity for 
sales of larger sets, and at the same 
time educating the public to the ex- 
treme low price on radio. However, 
they are invading the field and are 
being offered at low prices in many 
stores. 


WINTER AUTO LINES 


Winter driving necessities for au- 
tomobiles are moving very well. At 


Winter Lines Are in Good Demand 
Few Price Changes Are Effective 


one wholesale place for auto hood 
liners and special mats, the report 
is that they are rushed with orders 
up to capacity. Heaters and other ac- 
cessories are moving well also. Alco- 
hol and other anti-freeze preparations 
are very much in demand. Garages 
have been very busy on service work. 


PRICE SITUATION 


There is little to report in the way 
of price fluctuations, and probably 
will not be until after the first of the 
year, after the annual inventories are 
out of the way. The last two or three 
weeks of the year are devoted to get- 
ting the merchandise out for the holi- 
day trade, and to clearing the decks 
for and taking the annual inventory. 
Prices are allowed to “ride” until 
this yearly task has been accom- 


plished. 
HOLIDAY RUSH 


Jobbers are all set to anticipate and 
fill the rush orders from dealers for 
additional stock for the holiday trade. 
Shortages in dealers’ stocks are com- 
mon, and jobbers prepare for this 
event every year. This develops in 
sports goods, such as skates, skis and 
other similar items. A fairly good 
trade is anticipated along these lines. 





Woolworth and Kresge Sales 
Declined in November 


Sales of the F. W. Woolworth Co. 
for November were $24,076,836, the 
company reported recently. This vol- 
ume compared with $26,159,775 for 
the same month of 1929, and was a 
decrease of 7.9 per cent. Aggregate 
sales for the first eleven months of the 
year were $246,967,737, as compared 
with $258,880,398 in the correspond- 
ing period of last year, a decrease 
of 4.6 per cent. 

H. T. Parsons, president of the 
Woolworth company, commenting on 
the preholiday season decline in sales, 
pointed out that there had been only 
24 business days in November, 
against 25 in 1929. It was said, how- 
ever, that the lost day would be added 
to the December period before Christ- 
mas, and should be of aid in making 
up the decline for November. 

S. S. Kresge sales for November 
this year were $12,503,020, as com- 
pared to $14,021,354 during the same 
month last year. This is equivalent 
to a decline of 10.8 per cent. For 
the eleven months’ period the Kresge 
decline averages 4.3 per cent. 
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Height 
32 inches 








Sectional view showing burner, 
water chamber and loops con- 
taining steam 


Height 
27 inches 


1865-1873 WEST CORDOVA STREET, 


HE one great drawback to Hardware dealers 
PROFITABLY handling Heating Equipment 


has been forever removed. 


You don’t have to run a plumbing department to 
install Williams GAS STEAM Radiators. They are 
installed as easily as gas heaters by the customer 
or the service man. 


Each Radiator a Separate Unit Sold as 
Easily as a Gas Heater 


The only connection is a gas pipe. 


No boiler—no separate equipment. No steam or 
water pipes. Each radiator is complete, indepen- 
dent—produces its own steam. 


The Williams GAS STEAM Unit combines every 
advantage of steam with every convenience of gas. 
The SIMPLEST Heating System on the market. 
Thoroughly tested. Practical for buildings of every 
size and kind, old or new, in every climate. 


We have installed GAS STEAM Radiators in over 
a thousand schools and many other buildings where 
their operation is most+satisfactory. The Hardware 
dealer is the logical source of supply for the Wil- 
liams GAS STEAM Heating System. We offer you 
our fullest cooperation. We’ll tell you how to de- 
termine the number and size of radiators required 
for any building. Also send ample printed matter 
for distribution to prospective customers. 


Only ONE Authorized Dealer in each city, or trade 
territory. Get your local franchise. You will not 
have competition on Williams GAS STEAM Radia- 


tors. Send for complete information. 


THE HARDWARE DEALER CAN 
HARVEST STEAM HEATING 
DOLLARS WITHOUT BEING 
A PLUMBER ... 4 


ie, 








WILLIAMS 
RADIATOR COMPANY 


LOS ANGELES, CALIFORNIA 
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Unusual Corn Display Is Fine Example 


of Institutional Advertising 


LTHOUGH the corn crop in 

Iowa this year is consid- 
ered almost a failure there is still 
some corn in the great corn State,” 
says C. S. Harper, president, Harp- 
er & McIntire Co., Ottumwa, Iowa, 
who brought this window of corn 
and corn products to the attention 
of HARDWARE AGE. The display 
appeared in the window of the 
Creston Hardware Co., Creston, 
Iowa, of which H. M. Thomas is 
president, while also serving as 
president of the Iowa Retail Hard- 
ware Association. 

Every year in Creston, Iowa, 
the merchants have a Corn Con- 
gress and each business establish- 
ment devotes its windows to the ex- 
altation of King Corn. The dis- 
play reproduced was arranged for 
the Fourth Annual Creston Con- 
gress, which was held from Nov. 


ten. 


— ging — 


eid 


- Jdnito eo | 


3 to 8 inclusive, and a glance at 
the splendid ears of corn in the 
foreground shows that even in 
dry years, Iowa can and does pro- 
duce excellent specimens of this 
great cereal. 

Many products manufactured 
from corn as a raw material were 
embraced in the exhibit. Upon 
close inspection, among the arti- 
cles displayed, the following will 
be noted: alcohol, tar, straw hats, 
wall board, artificial silk, glue, 
candy, jelly, soap, door mats, face 
powder, fertilizer, corn syrup, 
corn cob pipes, germicide, stock 
food and many other products. 

While the window is not a mer- 
chandising display in the strict 
sense of the word, it is a splendid 
example of institutional advertis- 
ing, representing a great deal of 
effort and painstaking research. 
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Dickinson Not Awed by 
Big Men 


NEW YORK.—Mr. Gallaher is 
entitled to his opinion on whether 
wages are going to be cut dras- 
tically, and I am entitled to mine. 
I notice that a new group of big 
men have reiterated their opinions 
on the matter. There is only one 
thing to which I would like to call 
attention. 

When anyone says that I am 


overly impressed with big men I 
would like to call their attention 
to the fact that in 1921 I signed 
the Minority Report as a mem- 
ber of the President’s Unemploy- 
ment Conference presided over by 
Herbert Hoover, then Secretary 
of Commerce, in which I agreed 
with the late Samuel Gompers 
against the biggest employers in 
the country on this same subject 
about which we debated. So Mr. 


Gallaher will see by that that it 
is neither a new idea on my part 
nor can he say with justice that I 
am overly impressed by big men’s 
opinions. 
ROY DICKINSON, 
Associate Editor, 
Printers’ Ink. 





Radio Sets in United States 
Estimated to Total 13,478,600 


Radio sets in use in the United 
States on July 1, 1980, numbered 13,- 
478,600, according to the estimate of 
the Electrical Equipment Division of 
the Department of Commerce, based 
on the trade figures as of Jan. 1, 1929, 
and later sales figures obtained from 
the quarterly dealer surveys, with due 
allowance for trade-ins. 

The following table shows the es- 
timated number of radio sets in use 
in the several States: 
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Man to Man eae 


Boosts » ~ ~ 
ELECTRO 


PEX @ 


ZINC-COATED 





Apex is uniformly zinc-coated by 

an electroplating process after 

weaving, which protects the 

screening from wear and rust 

and gives it a beautiful soft 
gray finish. 








The Dependable 
Wire Screen Cloth 


You can always count upon the best advertising 
in the world—direct from one good fellow to an- 
other—when you handle Apex Electro-Zinc Coated 
Wire Screen Cloth. Apex does mean satisfied cus- 
tomers—hundreds of hardware men have had 
that pleasing experience. 


The Apex standard of quality is unequaled—time 
tested—dependable—backed by the _ experience, 
skill, and service of an organization specializing in 
the manufacture of screen cloth for over 25 years. 


If you have not yet stocked this dependable wire 
screen cloth which has proved to be such a profit- 
producer, why not get in touch with your jobber? 
You'll never regret it. 


HANOVER WIRE CLOTH Co. 


Factory: Hanover, Pa. 


Sales Office: 
John M. Hart Company, 420 Lexington Avenue, New York City 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May, 1931; exact dates 
to be decided later. L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, San Francisco, February, 1931. 
LeRoy Smith, secretary, 112 Market St., San Francisco. 

CAROLINAS HARDWARE ASSOCIATION CONVENTION, 
June 9, 10, 11, 1931; place to be decided later. Arthur 
R. Craig, secretary, 804-806 Commercial Bank Building, 
Charlotte, N. C. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
February, 1931; date and place to be decided later. 
Chas. R. Freeman, secretary, Branford. 

IDAHO RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Boise, Jan. 27, 28, 29, 1931. 
Headquarters, Owhyee Hotel. E. E. Lucas, secretary, 
Hutton Building, Spokane, Wash. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Hotel Sherman, Chicago, Feb. 10, 11, 
12, 1981. Paul M. Mulliken, Managing Director, 14-16 
North Spring St., Elgin. R. Y. Wallace, Director of 
Exhibits, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Manufacturers’ Building at the 
Indiana State Fair Grounds, Indianapolis, Jan. 27, 28, 
29, 30, 1931. Hotel headquarters, Claypool Hotel. G. F. 
Sheely, secretary, 911 Meyer-Kiser Bank Building, 
Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Des Moines, Feb. 10, 11, 12, 18, 1931. 
Convention sessions at the Hotel Savery; Hardware Ex- 
hibition at Des Moines Coliseum. A. R. Sale, secretary, 
Hardware Building, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBIT,’ Brown Hotel, Louisville, 
Jan. 20, 21, 22, 23, 1931. J. M. Stone, secretary- 
treasurer, Room 308, Republic Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Grand Rapids, Feb. 3, 4, 5, 6, 
1931. Headquarters, Hotel Pantlind. Exhibition at 
Waters-Klingman Exhibition Building. A. J. Scott, 
secretary, Marine City. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Ave., Grand Rapids. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 17, 18, 19, 20, 1981; Municipal Auditorium, 
Minneapolis. Charles H. Casey, manager-treasurer, 
2344 Nicollet Ave., Minneapolis. 

MISSISSIPPI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. 
Guy Nason, secretary, Starkville. 

MIssouRI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, New Jefferson Hotel, St. Louis, 
Feb. 24, 25, 26, 1981. F. X. Becherer, secretary, 5106 


North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CONVENTION, Great Falls, Mont., Feb. 12, 18, 14, 1931 
A. C. Talmage, secretary-treasurer, Bozeman. 


MOUNTAIN STATES HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Denver, Colo., Jan., 1931; exact 
dates to be decided later. John T. Bartlett, secretary, 
2005 Mapleton Ave., Boulder, Colo. 

NATIONAL ELECTRIC LIGHT ASSOCIATION CONVENTION 
AND EXHIBITION, Atlantic City Auditorium and Con- 
vention Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 
1931. A. Jackson Marshall, secretary, 420 Lexington 
Ave., New York City. 

NATIONAL HOUSE FURNISHING MANUFACTURERS’ ASSO- 
CIATION EXHIBITION, Stevens Hotel, Chicago, IIl., Jan. 
11-17, 1931. Warren Edwards, secretary, 308 West 
Washington St., Chicago, IIl. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, University Coliseum, Lincoln, 
Jan. 27, 28, 29, 30, 1931. Headquarters, Lincoln Hotel. 
Geo. H. Dietz, secretary, 414-419 Little Building, 
Lincoln. 

NEW ENGLAND RETAIL HARDWARE DBALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1931. Convention at Paul Revere Hall, 
Exhibition at Mechanics Building. George A. Fiel, 
secretary, 80 Federal St., Boston, Mass. 

NEw YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Rochester, Feb. 17, 18, 
19, 20, 1931. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park, John B. Foley, sec- 
retary, 510 Hills Building, Syracuse. Martin Van 
Dussen, Manager of Exposition, 286 North St., Roches- 
ter. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Minot, Feb. 10, 11, 12, 1931. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Cleveland, Feb. 17, 18, 19, 20, 1981. Head- 
quarters, Hotel Cleveland. Exhibition in Public Audi- 
torium Annex. James B. Carson, secretary, 708 Mutual 
Home Building, Dayton. ; 

OKLAHOMA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Masonic Temple, Oklahoma City, Jan. 27, 28, 29, 
1931. Charles F. Nelson, secretary, 207-208 Bloom- 
field Building, Oklahoma City. 

OREGON RETAIL HARDWARE & IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland, Feb. 10, 11, 12, 
1931.- Headquarters Multnomah Hotel. E.: E. Lucas, 
secretary, Hutton Building, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE & IMPLEMENT ASSO- 
CIATION CONVENTION, Spokane, Wash., Feb. 4, 5, 6, 1931. 
Headquarters Davenport Hotel. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 10, 11, 12, 13, 1931. 
W. Glenn Pearce, secretary-treasurer, 610 Wesley 
Building, Philadelphia. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 24, 25, 26, 1931, 
Ambassador Hotel Auditorium, Los Angeles. J. V. 
Guilfoyle, secretary, 420 E. 8th St., Los Angeles, 

Continued on page 83) 
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The raw material of success 











Ways to outwit 
competition in 
1931 


Read this comment of a famous efficiency 
expert who has made a life study of the 
reasons why men succeed or fail:— 


“Success is what other people do to you. 
Never forget that. You cannot secrete success 
in your brain as an oyster does a pearl. First 
you deserve it. Then you make people see that 
you deserve it. The mere possession of ability 
will not lift you up out of oblivion or give 
you your opportunity. Opportunity comes 
through the proper associates. If you want to 
make a success in your business life, you must 
associate yourself with successful people. You 
must keep away from failures and weak- 
sisters.” 


This holds true not only with the men 
you associate with but with the mer- 
chandise you associate your store with. 
Keep away from failures, from weak- 
sisters. 


Remember, there is only one outstand- 
ing brand in every line of merchandise— 
only one best known, best advertised, 
fastest selling. Concentrate on this out- 
standing brand in every line of goods 
you sell, no matter whether it be hard- 
ware or paint or lawn mowers or grass 
seed. This way, and only this way, lies 
lasting success. 


The raw material of success is thought. 
Take thought now. Your annual in- 


is thought 





ventory is upon you. Make it count this year. 
Make up your mind to clean house, to weed 
out all the weak-sisters. Stock just one out- 
standing brand in each line. If you haven't 
that brand make it your business to get it. 
Rid yourself of the failures, the trailers, the 
half-way successes. Run special sales at prices 
that will move these weak-sisters — move 
them forever off your shelves. 


Reports made at the recent National Hard- 
ware Association convention showed that 
analysis of the stocks of seven typical whole- 
salers proved that ‘‘out of 12 separate lines of 
hardware merchandise involving 275 brands and 
sizes, 48% of the total accounted for only 66% of 
inventory, but 90% of total sales.’’ That tells 
the story, both for wholesalers and for re- 
tailers. Pick the leaders, forget the followers. 
Remember, your business is like a skyscraper; 


it can’t stand a big wind if its founda- 
tion is weak. Watch your foundation, 
your stock. How you fill your stock in 
1931 will determine very largely how 
you fill your pocket. 


You may call this preaching. Perhaps it 
is. But if you could look at the records 
of exclusive full line Corbin dealers, you 
would see a great light. Time after time 
we watch their sales mount . . . and 
mount. It is common to see them double 
their business. Often they triple it in a 
few short years. There is a reason. 


By handling the best-known, largest 
selling and most complete line of build- 
ers’ hardware they associate themselves 
with success. Success begets success. 
Everbody knows Corbin—home own- 
ers, contractors, architects—and they 
know that wherever they see the famous 
Corbin sign they can be sure of getting 
good hardware. 


But this is just the start. For a Corbin 
builders’ hardware department is truly 
the backbone, the very life blood of 
new business. Through sales of hard- 
ware you get in on the ground floor with 
new customers. You open up innumer- 
able opportunities for sales of every 
other item you carry—hammers, screws, 
washing machines, refrigerators, lawn 
seed, rakes, whatnot. 

Furthermore, you tie up less money to 
carry a more complete line—and you 
turn it over faster. 

If you want to know why, write us. 
We'll give you the facts. They speak for 
themselves. 


P. & F. CORBIN “38 NEW BRITAIN, CONN, U. S. A. 


NEW YORK 


The American Hardware Corporation, Successor 


CHICAGO 


PHILADELPHIA 


Makers of the world’s most complete line of builders’ hardware 
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How Snyder & Robbins Attract Holiday Toy Trade 


One large window display was 
given over to displaying toys ex- 
clusively and in it Kris Kringle 


was again an important magnet, | 
as he was represented by a life- * 


sized reproduction of his well- 
known figure in papier mache. On 
the main sales floor the Christmas 
atmosphere, making a_ suitable 
background for displaying a wide 
variety of articles suitable for gift 
purposes, was provided by gay 
decorations. Festoons of red, 
green and silver foil were draped 
from the sides of the room to join 
each other above a glittering Star 
of Bethlehem, which was _ sus- 
pended in the center of the ceil- 
ing. At regular intervals along 
the top of the wall shelving small 
Christmas trees were resplendent 
in varicolored lights and orna- 
ments. At the base of each tree 
an electric heater, equipped with 
a red lamp, reflected the gay red 
rays, created by this arrangement, 
to further convey the spirit of the 
festive season. Talking signs and 
show cards, having lettering and 
decorations overlaid with shim- 
mering mica particles in many 
colors called attention to many 
practical and useful gifts with 
telling effect. All this was con- 
sidered important to the success 
of the toy department as it was in 
reality setting the stage for pre- 
senting toys in a proper environ- 
ment, while store visitors were in 


(Continued from page 30) 


the proper mood and spirit to give 
them consideration. 

However, in order to provide 
ample space for showing a large 
line of toys to the best possible ad- 
vantage, they were displayed, for 
the first time last year, in the 
basement salesroom. Putting the 
basement to use as a salesroom 
had not been tried before and the 
firm was rather doubtful that 
patrons would visit a toy depart- 
ment in this location as readily as 
if it were on the main sales floor. 
These fears were obviated upon 
the opening of the department and 
most customers seemed to be 
pleased to find that they would be 
able to inspect the toys to their 
hearts’ content while away from 
the distractions usually found on 
a main sales floor. On either side 
of the wide stairway, leading to 
Snyder & Robbins “Toyland,” 
wooden soldiers about 7 ft. tall 
stood guard with their backs 
against the newel posts. They were 
cut out of wall board and 
“dressed” in brightly colored uni- 
forms with brilliant paints. A 
large sign, illuminated by a spe- 
cial floodlight, was hung on the 
bannisters facing the head of the 
stairs and was lettered to read: 
“THIS WAY TO TOYLAND.” 

At the foot of the stairs a large 
space was given over to a fine dis- 
play of electric trains and accesso- 
ries. At one side of the room a 
sign read: “Toys for Boys,” while 





Every employee of the Richard- 
son Hardware Co., Lawrenceburg, 
Tenn., receives the following let- 
ter of instructions at the time he 
starts working for the firm. Copies 
are also posted in various places 
around the store, where they will 
act as constant reminders to the 
sales force: 


TO OUR EMPLOYEES: 

You are required at all times 
to be courteous and attentive to 
each person that comes in our 
store as a customer or visitor; al- 
ways deport yourself as a gentle- 
man. 


GETTING OFF TO A RIGHT START 


Have a thorough understanding 
with each customer regarding 
prices, terms of sale, and quality 
of merchandise; never promise 
more than you can do. 

Keep the stock neat and in or- 
der. Do not idle your time away, 
which is costing us money, for 
there is something to do every 
minute to make the store more at- 
tractive. 


Don’t absent yourself from the 
store during business hours un- 
less absolutely necessary, and 
never without notifying the office. 
Be at your post of duty ready to 


on the opposite side of the room a 
similar sign read: “Toys for 
Girls.” This made it easy for 
customers to find something suit- 
able for either a boy or girl with 
little trouble. In instances where 
the article was suitable for both 
boys and girls it was shown on 
both sides of the room. In one 
corner of the room, a _ special 
booth served as Santa’s headquar- 
ters and he was on duty to jovial- 
ly greet the children; to present 
them with lollipops and to ask: 
“What would you like to have 
Santa bring you for Christmas?” 

The toy department was official- 
ly opened on Nov. 15 and the ad- 
vertisement which announced the 
event is reproduced. In addition 
to this and additional newspaper 
publicity, the store obtained the 
names of 10,000 Sunday School 
pupils from Church Sunday School 
Superintendents in Asbury Park. 
To each of these the store mailed 
a toy catalog of sixteen pages hav- 
ing illustrations in full color. The 
catalogs were prepared by and 
purchased from the same whole- 
sale hardware house that supplied 
the store with its toy stock and 
were a big factor in stimulating 
the demand. While no one factor 
mentioned in this article was en- 
tirely responsible for a very ac- 
ceptable sum in toy profits for last 
year, each-factor contributed its 
share, making the combination a 
winner. 


wait on your customers promptly. 

You are not permitted to enter 
into argument or discussion of 
politics and religion, or the social 
affairs of anyone during business 
hours. This is a public place 
where people of every creed, sect 
and political belief, race and color 
must receive the same considera- 
tion. 

This being necessary for the 
proper conduct of the business, 
any employee wilfully disregard- 
ing the above suggestions and 
rules will be immediately dis- 
charged. 
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CONCENTRATION 


gegen may be, as a wit once said, 
“a man who knows more and more 
about less and less,’ but to do one thing 
supremely well is still an ideal of a high 
order. From its very inception, 85 years 
ago, this company has concentrated on one 
objective only... to make better nuts and 
bolts, so that in ordering the Empire brand 
you may be certain of getting what you 


want: the best, when you want it: instantly. 











RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
ROCK FALLS, ILL. PORT CHESTER, N. Y. CORAOPOLIS, PA. 


Philadeipnia Chicago Detroit San Francisco Los Angeles Seattle Portland 


EMPIRE 


BOLTS & NUTS 
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How to Get Started Selling Toys 


(Continued from page 45) 


largest units are the pool tables, 
prices from $5 to $20. 

The entire northeast corner of 
our store is now devoted to the dis- 
play of toys. Our stock will prob- 
ably invoice at $3,000. To provide 
additional space we removed our 
line of golf goods from the wall 
fixtures, lining the back of the 
cases with white paper, covering 
the shelves themselves with green 
paper. In this case and an ad- 
joining one we display the better 
playthings, including a real steam 
engine with electrically heated 
boiler and a Ferris wheel and oil 
derrick that run in a realistic 
manner. 

Under present conditions it pays 
to be especially careful about 
pricing which, of course, carries 
back to buying. The great bulk 
of our toys will sell at 49c., 98c. 
and $1.48. While we are going to 
be careful, we are not going to 
be too cautious, for we know that 
toys are going to sell. After all, 
everybody is not out of work. 
Money is still in circulation, and 
we intend to get our share. I don’t 
mind saying that we believe that 
a good many dealers are going to 
reduce their selling efforts on 
toys, due to general business con- 
ditions. If this holds true, it will 
mean all the more trade for us 
and we are going after the toy bus- 
iness with just as much vim as in 
normal times. The children are 
going to get their usual Christmas 
attention, if we know human na- 
ture as well as we think we do. 

Next to our toy display we are 
going to show gifts for grown-ups. 
High grade aluminum ware is al- 
ways attractive. So is enamel 
ware. In addition, we will fea- 
ture glass baking ware, cutlery, 
electrical appliances, cameras and 
electric clocks. Our line of holi- 
day merchandise will include only 
quality items. No shoddy stuff 


will be featured. Price is impor- 
tant, of course, but it is not our 
intention to emphasize price at the 


expense of quality. We will also 
have a display table full of elec- 
tric table lamps with beautiful 
shades. Dinner ware, carving 
sets and stainless steel knife and 
fork sets will be shown in an at- 
tractive manner. » 

The entire store will be deco- 
rated to maintain the holiday at- 
mosphere. Five extra clerks will 
be on hand to take care of the 
holiday trade. One or two of them 
started at Thanksgiving, and we 
increase our force as Christmas 
approaches. However, we are not 
going to mail any Christmas cir- 
culars this year. This is against 
a good deal of advice that we get, 
but my theory is that the mail 
boxes will be stuffed with holiday 
advertising matter which won’t re- 
ceive much attention, if any. 
Anyhow, we are going to try it 
without the circulars. We will rely 
on shoppers and passers-by to see 
our holiday goods and to spread 
the news among their relatives 
and friends. 

Out here in this neighborhood 
shopping center, we have to com- 
pete with the loop or downtown 
Chicago department stores and I 
watch them closely. Often I make 
special trips, visiting the depart- 
ment stores, just to keep in touch 
with what they are doing, and 
how they are doing it. I take 
along a notebook and’jot down 
the things of interest, such as buy- 
ing and pricing suggestions, etc. 
Watch your big competitors is the 
best advice I can offer. Check 
over the quality, kind and price 
of everything they offer that you 
should be selling as a holiday at- 
traction. Keep in mind that your 
neighborhood customer won’t pay 
you any more for the same item 
than he would pay downtown de- 
partment stores. Offer a few 
lower prices on the same num- 
bers if you can. I find that this 
is occasionally possible. In every 
instance we do our best to meet 
their prices, as we believe that it 
is the way to hold trade. 

It is a good thing to feature 
“leaders,” even if they seem to 
lose a little money. The big stores 


do it. We can, too. That’s the 
way to merchandise. Such bar- 
gains win friends. If the general 
run of your stock is priced right, 
you will gain in the long run. It 
is certainly a bad thing for any 
store to get the reputation that it 
is higher than the big stores. I 
purchased a gross of wooden me- 
chanical toys at $6 per dozen. We 
are offering these at 59c., while 
the loop department stores are ask- 
ing 98c. for the same item, and 
this is but one of our “leaders.” 


For the Hunting Season 


When the hunting season is on 
the Keith-Simmons Co., Nashville, 
Tenn., uses a novel method of dis- 
play to move guns of odd sizes and 
those of medium price. A _ spe- 
cial floor rack is used, in which 
such guns are placed. There they 
can be picked up and handled by 
the casual. customer. Many times 
the mere handling of a gun from 
the rack produces a_ profitable 
sale. Meanwhile the unusual sight 
of guns openly displayed in a floor 
rack causes comment and attracts 
the interest of customers. Natur- 
ally each gun bears a tag with full 
information in regard to it and the 
price in plain figures. 

With this system the guns are 
wiped more often than when kept 
in the regular gun case, but there 
is a decided increase in sales. 

Loaded shells are piled on a dis- 
play table adjoining the floor gun 
rack, during the heavy selling 
season. 


Ten Ways to Lose Trade 

1. Don’t keep the store neat and 
clean. 

2. Employ grouchy or discourte- 

“ous clerks. 

. Neglect your show windows. 

. Carry shoddy merchandise. 

. Serve customers indifferently. 

. Use poor lighting. 

. Don’t keep your promises. 

. Knock your competitors. 

. Stop advertising. 

. Run your store “the old way.” 

—The Spinning Wheel. 


Soe monn or CO 


_ 
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Ever Heard of Selling 


“Life Insurance” with Sereen Cloth? 


GRAY-WICK Wire Screen Cloth is made extra 
durable to give your customers a life-time of serv- 
ice. Made from FULL GAUGE Copper Alloy 
Open Hearth Steel Wire drawn in our own mills. 
We draw the wire one-quarter gauge OVERSIZE 
for strength. 


We give the wire 8 to 10% ZINC Coating and 
enamel it with White Transparent Varnish—a 
double protection against corrosion. We control 


12 Mesh, No. 33 gauge each way & 
every operation. 


14 Mesh, No 
16 Mesh, No 


No. 
18 Mesh, No. 


. 33 gauge each way 


. 33 gauge filler 
34 gauge warp 
34 gauge each way 





Our Other Brands 
of Screen Cloth 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Wickwire Copper 


Our policy is to make GRAY-WICK so rust-resist-. 
ing and serviceable that you virtually sell “Life In- 
surance” with every roll. 


Made in all widths in even inches from 18” to 48” 
inclusive, double selvage. Extra wide widths, 54” 
and 60”. 


Your Jobber will supply you. 


ATED 1692 
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qf a years 


of honest American 


quality have built 


up a demand tor 





Maydole Hammers 
that is of real value 


to you. 


You'll sell more hammers if you 

display and recommend Maydoles. 

Your jobber can supply you with 

standard assortments or the styles 
and weights you need. 


Write us for counter cards and a frze 
supply of Pocket Handbooks 23 **C”’ 


aydole 
Hammers 


The David Maydole Hammer Co..Norwich NY 








| 














$621 








New CATALocs and DeAvers Hetps 


Available from Manufacturers and Jobbers 


Booklet Tells ‘How to 
Sell Lionel Trains” 


A handbook for retail store sales- 
men has been issued by The Lionel 
Corp., 15 East Twenty-sixth Street, New 
York City, under the title “How to Sell 
Lionel Trains.” It tells the salesman of 


the value of model railroads to the young’ 


boy and just what are the featured 
points of the Lionel line. There are a 
number of questions and answers, which 
tell the salesman the meaning of various 
terms, the specifications of the track 
equipment and what those terms mean. 
The purpose of the rheostat and the use 
of the transformer are among the points 
described. What accessories should be 
offered to customers, how to promote 
the sale of extra cars, and directions to 
give a customer for proper and efficient 
operation of the Lionel equipment are in- 
cluded in the booklet. 





Frankfurth Publishes Catalog 
of Christmas Gift Suggestions 


Frankfurth Hdw. Co., 119 West Wa- 
ter Street, Milwaukee, Wis., has issued 
its 1930 Christmas gift suggestions 
catalog, which is attractively illustrated, 
much of it in colors. Dealer cost and 
list price are indicated on some - items, 
other items show list price or dealer cost. 
There are manufacturers page inserts in- 
cluded in the catalog. Catalog shows 
electrical appliances, toys, athletic equip- 
ment, radio sets, clocks, tools, cutlery and 
kitchen ware. It is the suggestion of 
the Frankfurth organization that the 
catalog be kept on top of a show case 
so that dealers’ customers can go through 
it for suggestions. A folder showing 
dealer’s confidential prices is sent with 
the catalog. 





International Harvester Co. 
Issues House Organs 


Powertrax for November, 1930, issued 
by the International Harvester Co. of 
America, 606 South Michigan Avenue, 
Chicago, Ill., has some interesting illus- 
trations and descriptions of jobs on 
which the McCormick-Deering industrial 
tractors are used. There are articles by 
members of the sales and advertising de- 
partments of the organization, pointing 
out the advantages and value of using 
the company’s tractors in solving regu- 
lar and unusual hauling problems. /n- 
ternational Trail is the name of another 
house organ issued by the same company. 
It tells of the work done by International 
trucks in industrial and passenger ser- 
vice throughout the world. 


THE SALES LADY 


When the hardware store had to 
depend chiefly on the sale of tools, 
furnaces, ammunition, paints and 


builder’s hardware, it was only nat- 
ural to find all of the selling done by 
men. The class of merchandise han- 
dled was used and bought chiefly by 
men, so men were best qualified to 
sell it. 

But times have changed. The pro- 
gressive hardware dealer recognizes 
that today women do over 80 per cent 
of all retail buying. In an effort to 
attract more women to his store, the 
hardware merchant has taken on lines 
which appeal particularly to women 
and are bought by them. 

It has been demonstrated that the 
largest women’s patronage goes to the 
store where there is a sales lady to 
serve the housewife who is interested 
in merchandise for her own use. In 
buying cooking utensils, for instance, 
a woman always has more confidence 
in the suggestions which come from a 
sales lady—just as she would rely 
more on a man’s judgment if she were 
buying a” lawn mower. 

Women buy differently than men. 
A sales lady is in better sympathy 
with their methods of shopping and 
is invariably able to handle the sale 
better than the average sales man in a 
hardware store. 

For this reason, many hardware 
stores have found it essential and to 
their welfare to employ at least one 
sales lady. She always attracts more 
women to the store and she knows 
best how to take care of their require- 
ments in many lines. 

Besides, a competent sales lady can 
always offer valuable suggestions in 
the selection of those lines which she 
is to sell. She has a “knack” of ar- 
ranging displays so that they will be 
attractive and invite attention. She 
will keep the merchandise clean and 
will always have things neatly and 
orderly arranged. 

Keep in mind that today’s house- 
wife goes to the store where she feels 
certain she can get the things she 
wants, where she will find merchan- 
dise clean and well displayed, and 
where she knows she will find some 
one to serve her courteously and effi- 
ciently. 

There are few retail stores that do 
not need all the feminine patronage 
they can possibly get—and a sales 
lady is always of valuable assistance 
in this direction—The Spinning 
Wheel. 
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To ALLITH Dealers 
An Appreciation 


Your patronage has put ALLITH first 
among the manufacturers of door hardware. 


You know good hardware. You've tried 
several makes, paid different prices and now 
you stock only ALLITH. You have given 
us the strongest vote of confidence we could 
hope for. You have said, in effect, “no 
matter how good other hardware may be, 


only ALLITH is like ALLITH” .. . and 


you ve “said it with orders.” 


You've enabled us to make a superior prod- 
uct—to select only the finest raw materials, 
employ only the best engineers, the most 
skilled workmen. And we thank you for it. 


We have a mutual obligation—we to supply 
you with only dependable hardware, you 
to see that your customer gets the most 
value for his money. 


How well we have lived up to that obliga- 
tion may be seen from the increased orders 
both of us have enjoyed. 


You may depend on the name of ALLITH 
to continue to pioneer exceptionally good 
hardware; to be your certain guarantee of 
good merchandise. 


ALLITH-PROUTY COMPANY 


DANVILLE ILLINOIS 


Allith 


Manufacturers of 


Airport, Garage, Industrial and Fire Door Hardware 











No. 220 


Throughout 


the life of any structure 


GRIFFIN HINGES 


prove worthy of the im- 
portant part they play 


in daily service. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 











Branch Offices:- 


NEW YORK: 45 WarREN ST. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Market ST. 
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It couldn't 
be better 


for its purpose! 


Definitely designed for light interior 
doors this Rixson Junior Double Acting 
Floor Check is descended from a long line 
of husky ancestors. Rixson Checks of 
many types have long been a preferred 
specification for all heavy-duty require- 
ments. 


The same sense of power and poise 
which has distinguished Rixson perform- 
ance on big doors in public buildings can 
be felt on pantry doors, office railing 
gates, etc. The “Junior” in its own field 
will close such light interior doors under 
perfect control, without delay to settle 
home, or that loose annoying “‘flip-flap.” 
This is the type of hardware your custo- 
mers expect from you. 


RIXSON JUNIOR 
DOUBLE ACTING 


FLOOR CHECK 


You may have a complete Rixson Catalog, separately bound, on request. 


THE OSCAR C. RIXSON COMPANY 








Write us for 
supplementary 
data on new 
Rixson items. 








4450 Carroll Avenue Chicago, IIl. 
New York Office: 101 Park Ave., N. Y.C. 
Philadelphia Atlanta New Orleans Los Angeles Winnipeg 


You Can Stake Your Reputation On 
















OE&<_]I WWII 





1 
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Builders’ Hardware 


Overhead Door Checks Casement Operators & Hinges 
Floor Checks, Single Acting Concealed Transom Operators 
Floor Checks, Double Acting Adjustable Ball Hinges 
Olive Knuckle Hinges Butts, Pivots and Bolts 
Friction Hinges Door Stays and Holders 
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One of Those Banquets! 
(Continued from page 41) 


agers and salesmen are getting together, I am going 
to suggest that those who arrange the program figure 
a little on time, and that those who speak, in every 
instance be given a time limit. There should be a 
large gavel in front of every toastmaster, and this 
gavel should be used, not to start speeches, but to 
stop them! I am sure many of my readers will be 
willing to contribute to the purchase of such a gavel. 
We might call it “The Terminal Gavel” 

All of us do pretty well in starting out in this 
world, but most of us know very little about finishing 
gracefully. I have studied a great deal of biography, 
and it is sad to see the terrible finishes that even 
great men make. There was Napoleon at St. Helena. 
What an anti-climax! Then there was Lady Hamilton 
(Lord Nelson’s friend), in that little town on the 
coast of France. The most beautiful and one of the 
most talented women of her age, passing her last days 
in a cheap boarding house in Bologne. What a finish 
to such a life. This association I am about to found will 
have a research department. In this department we 
will look up and classify wonderful finishes to speeches. 
We will teach how to avoid an anti-climax; how to 
make the heart of the listener beat faster and faster 
until the finish. When we have graduated a class of 
speakers, people suffering from heart disease or hard- 
ening of the arteries will attend one of our banquets 
at their own risk. 

Now, this is a good article. Of course, I know I am 
laying myself open to criticism. Every time in my life 
that I have done anything good I have laid myself open 
to criticism, and here I am writing about finishing, 
when the trouble I am experiencing just now myself 
is how to finish this article in a grand burst of glory. 
There was once a man in the United States Senate, I 
think it was the Senate (it should have been) but 
maybe it was the House, who in a moment of inspira- 
tion cried out: “Gentlemen, the way to resume is to 
resume.” The truth of that statement has thundered 
down the ages, but no one in the history of the world 
has ever said what I am going to say now. In this I 
am peculiar and original. I claim all copyrights. “The 
way to finish is to finish.” 


Fostoria Presteel 
Luggage Carrier 


Fostoria Presteel is the name of the steel luggage carrier offered by 
The Fostoria Pressed Steel Corp., Fostoria, Ohio. It combines many 
features including wide embossed mouldings, 
pressed right out of the steel walls, a continuous 
piano-type hinge, parts of which are formed out 

the steel walls, rivetless construction and 
special Corbin locks. Carrier is of sturdy and 
rigid construction. Cover is crowned slightly and 
bottom is of wood. Sides are lined with fiber 
composition. Rubber gasket between cover and 
body makes it rumble and dust proof. It is made 
in two types, one with oblong sides, for roadsters 
and coupes; the other with a curved back that follows the lines of the 
limousine or sedan. Special de luxe models, with handles and chromium 
plated moulding strips are available. List price on the standard carrier 
without lining is $27.50. Dealer cost on the standard carrier is $16.50 
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LITTLE GIANT 


Long Handle 
Grass Hook 


= -_@- 


Blade—cutlery steel, 1214 
inches long, polished top, 
remainder green. 


Shank—Ogee, balancing 
blade, and handle, painted 
red. 


Handle—Second growth ash 
42 inches long, end red. 








OAKLAND 
Half-Long Handle 


Grass Hook 


Blade—Exactly like the 
long handle hook blade. 
Shank — Pressed steel 
painted red. 


Handle — Second 
growth ash. 18 inches 
long, end red. 









LITTLE GIANT 
Grass Hook 


Blade — Exactly like 
long handle _ hook 
blade. 

Shank—Steel forging, 
painted red. 

Handle — Corrugated 
black enamel finish. 








Angle of handle raised, so 
as to cut closer to the 
ground than heretofore. 








Efficient Cutting Cutters Eliminate Cost Remembrance 


+: 


North Wayne Tool Company 


OAKLAND, MAINE 


Sales Office, 6331-6351 Tireman Avenue 














HANDLE RAISED 


seeueaateeiamaienen ee ee ee 


+> 


Detroit, Mich. 
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Rubber 
Headed Nails 


are used as bumpers on pianos, closet seats, and 
to receive the thrusts of drawers, also to prevent 
noise and marring to such as they are attached. 


Stem Tips, made in thirteen sizes, especially 
designed for chair legs and prevent the scratching 
of floors. Absolutely noiseless. 





We make a large variety of rubber specialties. 
Send for catalog and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 











Mr. HARDWARE DEALER 
THE UNEMPLOYED 
WILL SOON BE 
KNOCKING AT YOUR DOOR FOR 


SNOW SHOVELS - SNOW SCOOPS 
SNOW PUSHERS 
HELP THEM GET WORK 
By Having 
PLENTY OF SNOW SHOVELS IN STOCK. 
CITIES AND TOWNS AND PUBLIC 
SERVICE CORPORATIONS ARE GOING 
TO HELP. 
WILL YOU BE READY? 
Write or Wire 
WE’LL SHIP SAME DAY 


RUGG MFG. CO. 
Greenfield, Mass. 
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SINCE 


Pliers, 
Tackles, 
Climbers, 





Lag Wrenches, Sleeve 
Twisters, Wire Grips, 


Tree Trimmers, Belts 


Mathias 








Kehey4 





& Sons 


LEIN 
















Why you 
should stock 
Atlas Tacks 


Every box of Atlas Tacks 

and Small Nails contains 
quality, quantity and brings 
quick sales. The boxes them- 
selves will be remembered by 
your customers. . . Ask your job- 
ber for the Atlas line ... they 
are always available in both qual- 
ity and price range. 


ATLAS TACK 
CORPORATION 


Fairhaven, Mass. & St. Louis, Mo 














y,\ Double Pointed Tacks and Staples, Rivets and Burrs 
Escutcheon Pins, Furniture Nails, etc. 
CLOTH 
AND WIRE 


W IR E PRODUCTS 


“Buffalo” Quality Standard Galvanized 
Hardware Grade backed by 58 years’ ex- 
perience in wire cloth manufacturing. It 
gives the kind of service to your custom- 
ers that means more sales to you. Com- 
plete information and prices on request. 

Write for Folder 83-B 


BUFFALO WIRE WORKS CO., Inc. 


Formerly Scheoler’s Sons) Est. 1869 
518 Terrace ; Buffalo, N. Y. 











SICcO 


(Reg. U. S. Pat. Off.) 
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Many a dealer 
has thanked us! 


ORE than one dealer has used 

the Esico Junior as the en- 
tering wedge for breaking into the 
soldering iron game—in a big way. 
And has thanked us for selling it 
to him! 

You can build up a highly profit- 
able soldering iron business by 
using this popular priced iron to in- 
troduce the bigger members of the 
Esico family. Not a toy, but a 
practical, strong, 85 watt tool that 


lasts and lasts in everyday service. 

Has grade ‘‘A” Nickel Chrome heating 
element. One-piece blued steel case. Rigid 
construction—no loose parts. Quick-heat- 
ing forged copper tip, easily replaced. The 
same dependable quality that put Esico 
Constant Duty Irons into the U. S. Navy 
and in nearly every large electrical and 
radio factory from coast to coast. 

Write us direct if your jobber can’t 


supply you 
$7.15 


List 


ELECTRIC SOLDERING IRON CO 
135-139 West 17th St., New. York City: 


An 85 Watt tool. Weight 1 Ib. 
Packed 6 in individual boxes or 
3 in boxes and 3 on 
Attractive Display Card 





World’s Biggest 
Selling Punch and 
Chisel Combination 





VLCHEK 


All-Purpose Set 
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Coming Conventions 


(Continued from page 72) 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 12, 18, 14, 1931. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, New Auditorium, Rapid City, Feb. 3, 4, 5, 
1931. Headquarters, Alex Johnson Hotel. Charles H. 
Casey, manager and treasurer, 2344 Nicollet Ave., 
Minneapolis, Minn. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION, Baker Hotel, Dallas, Jan. 20, 21, 22, 1931. Dan 
Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Richmond, Feb. 24, 25, 26, 1931. 
Thos. B. Howell, secretary, 802 Broad St., Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Charleston, Jan. 20, 21, 22, 19381. 
Headquarters, Daniel Boone Hotel. Exhibition in the 
Armory Building. James B. Carson, secretary, 708 
Mutua! Home Building, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT AND HARDWARE ASSO- 
CIATION CONVENTION, Kansas City, Mo., Jan. 20, 21, 22, 
1931. Headquarters, Hotel President. Sessions in Mis- 
souri Theater. H. J. Hodge, secretary, Abilene, Kan. 
Western Hardware Show in connection. Louis W. 
Shouse, secretary, Convention Hall. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 3, 4, 5, 6, 1931. B. Christianson, secretary. 


Stevens Point. 
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THE FUMBLERS 
Is the much hoped for and talked of return engagement of the big show “Prosperity” being delayed b: , 
men here pictured trying to “out-fumble” each other? Will the big business man ele onl peveninnce pero 


some large public work to release the purchasing power o 


f some ‘ion of the lation? iti 
fer better tlanes to begin tes seed ballding ond ether publie werka? ‘The poets noend em woking 


orks? The people are anxiously waiting. 


Hardware Age for October 9th carried the above cartoon. The 

recent action of the Government in calling for large expenditures 

in public work seems to indicate that business has finally out- 
fumbled Uncle Sam. 














LANTERNS 





HE Holiday Season occurs during the shortest 
days of the year—when lanterns are most 


needed. 


A window or floor display of Dtetz Lanterns during 
December is a seasonable idea that will add to your 
profits. 


Moreover, a good Dietz Lantern, like Little Wizard 
for instance, makes a timely, substantial Christmas 
Gift that looks like a lot for the money. Suggest it 
to your customers! 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only. 
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This old, reliable Soldering and 
Tinning FLUX does not pit coppers, 
corrode metal or iail in any par- 
ticular. 

A small quantity makes a perma- 
nently tight joint and a “Little Can” 
makes a permanently satisfied cus- 
tomer, whose REPEATS make it 


profitable. 
Sample FREE. 


RUBY CHEMICAL CO. 
68 McDowell St., Columbus, Ohio 















LA 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 











The Tape-Marker and the red, white and blue surface 
markers are certain identification that the rope contain- 
ing them is Columbian. 

Columbian Tape-Marked is the Rope your customers ex- 
pect. It is durable, waterproofed, flexible wet or dry and 
contains the broadest guarantee in the rope industry. 
Order Columbian from your jobber. 

Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y. “The Cordage City” 


Branches :— 
New York Chicago Boston NewOrleans Philadelphia 














Eveready Electric Candle 


National Carbon Co., New York City, has an- 
nounced this electric candle as part of the 
Eveready line. It represents portable light in 
up to date form. At the base is a switch which 
aL turns the light on or off each time it is picked 

up or set down. When permanent light is 
; desired for use on dinner tables, telephone 
stands, etc., the switch can be permanently 
turned on. Candle has a rich satin silver-like 
finish, known as the Butler finish. Bulb at top 
is completely housed in a casing of moonstone 
glass, which greatly enhances appearance of the 
light, enabling it at the same time to give the 
utmost in illumination in light, according to 
the maker. At the base of the candle is a 
band containing radium spots, enabling one to 
locate it in the dark. Candle uses two standard 
No. 935 Evereatly unit cells and a No. 1197 
Eveready Mazda flashlight lamp. Suggested 
retai! selling price is $1.75 each. 























Easy Washer Model 2-F 


Syracuse Washing Machine Corp., 
Syracuse, N. Y., offers the model 
2-F Easy washer, with big balloon 
wringer rolls, green porcelain 
enameled tub, standard model F 
gear case and Easy agitator. It is 
a sturdy and attractive model of- 
fered to the dealer to sell for the 
suggested retail selling price of 
$79.50. 





Juvenile Electric 
Vacuum Cleaner 


No. B1I15 juvenile electric vacuum 
cleaner, made by LaVelle Mfg. Co., 
New Haven, Conn., has powerful 
suction which removes dirt from the 
floor. It is equipped with a standard 
Polar Club Universal motor operating 
on 110 volts A.C. or D.C. Cleaner 
equipment has toggle switch, stand- 
ard cord, plug cap and bag of strong 
vacuum cleaner cloth with metal 
slide, for emptying. Handle is of 24- 
inch length. Cleaner is of light 
weight and may be used by adults on 
lighter work. List price is $7.50 
each. Dealer discount is 40 per cent 
in quantities of 6, or 33 1/3 per cent 
in quantities less than 6. 
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KEY BLANKS 


This Company has long been known as the 
leading manufacturer of key blanks and key 
machines. Completeness of the line—quality 
of the product and quick service from our 
branch offices are reasons why the ILCO is 








INDEPENDENT LOCK CO. 


Factory and General Offices at 
| FITCHBURG MASS., U. S. A. 


everywhere accepted as the standard key blank. 























WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 
THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seatt!s 
G. M. Baird & Co., Memphis, Tenn. 








Spring Hinges of Quality 


~~(CHICAGO)— 


SPRING HINGES 


—— - ag Substitute for Quality 


That is why the 
Chicago Spring Hinge 
Company, by correct 
design, quality of mate- 
rials used and work- 
manship, aims to make 
“Triplex” Spring 
Hinges the best on the 
market. 

The outstanding 
quality of these hinges 
coupled with their effi- 
ciency and durability has everywhere 
won for them the approval of Architects, 
Contractors and Dealers. 

Ask for “Triplex” Spring Hinges. 

They are internationally known. 
Chicago Spring Hinge Company, 

CHICAGO NEW YORK 








Type 2001 
The “Triplex” 


U.S. A 


HELLER SHOW 

YOU THE NEW 

WAY TO BIGGER 
PROFITS 


Fine attractive displays sell more mer- 
chandise—convenient displays require 
less effort and fewer floor salesmen. 
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| 
Hl 
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Heller Business Building Store Equip- 
ment fills both needs. It provides 
neat, attractive displays that are both 
convenient and economical. It will 

















bring you new and bigger profits and 
at the same time reduce the time and 
effort cand to handle your cus- 
tomers. 


This new booklet, The 
Heller System of Larger 
Profits, is yours for the 
asking. 


t 





After the next few weeks of holiday 
rush comes inventory time—the ideal 
time to make Heller installations. If 
we can show you how Heller equip- 
ment can be made to pay for itself— 
and we can—wouldn’t it be worth- 
while for you to send for the Heller 
Booklet? Just write your name and 
address in the margin—tear out this 
ad, and mail. No obligation. 12A. 










W.C. HEVEERE O. 


MONTPELIER,OHIO N.Y. Office 20 Vesey € -500 















86 HARDWARE AGE for DECEMBER II, 1930 





Improved ‘‘Barnes’’ Type Pipe Cutter 
from the ARMSTRONG BROS. 


¢ Line of Better Pipe Tools 
This 3-wheel Barnes type is especially 
adapted to work where the cut- 
ter cannot be revolved en- 


tirely around the 
pipe. 















Bodies of Certified Malle- 
able Iron—Pins of carefully 
hardened tool steel. Wheels 
of special Alloy Tool Steel 
— Improved Knife Blade 
Design — Cut faster, last 
longer. 





Write for ARMSTRONG BROS. TOOL CO. 
Catalog “The Tool Holder People” 
P-10 314 N. Francisco Ave. Chicago, U. 8. A. 








Multiply Profits With 
Kees Specialties 


Quickest and Easiest Way 
to Hang Storm Sash— 
Use KEES (Gossett) Hangers 


Here is the handiest device for hanging 
storm sash, whether the work is done from 
the outside or the inside of the building. 











eg Storm sash quickly put on or taken off and may be 
[Lawn and ; i 
Gard 1 readily swung out for ventilation. 
T Pacis on building have guides a — oor yd pg 
a hang storm sash. Each pair wrapped and packed with 
Corn Huskers § jon) wood screws (not nails). Stocked by leading 
and many other J jobbers everywhere. Write for prices and free samples. 
Profitable 


F. D. KEES MANUFACTURING CO. 
BEATRICE, NEBRASKA 


The TOLEDO 

Foldin 

Steel* H O by S E 
Stock it—demonstrate it— 
SELL it! A fast moving spe- 
cialty appealing to contrac- 

tors, road builders, municipal- 
ities, public service corporations. 
Folds compactly, stores snugly. 
Eight heights, 18" to 60". 


Write for attractive discounts. 



























‘The Toledo Fressed Steel Go. . 











Big Sellers for Holiday Trade 


Our Catalog shows f\ 
14 different kinds of \ as 
Chime Toys that are “ . 
exceedingly popular 
around the holidays. 


Also many other 
fast selling Toys for 
children. Send for Y 
catalog and prices. . * 
The N. N. Hill Brass Co. ; 
Manufacturers of Bells and Toys 


33 Skinner St. 
EAST HAMPTON, CONN. 


/¥ 
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y 
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Let Your Windows Do 


Double Service 
By FRED J. SAGE 


WAS in a really up-to-date retail hardware store 
recently, and while looking over the display of mer- 
chandise, I heard an old lady exclaim in a surprised 

tone of voice: “I have lived in this town for a long time 
and passed this store often but I never knew that there 
was anything like this in our town.” 

The thought came to me: How many retail hardware 
merchants sacrifice the view of the interior of their 
stores from the outside for the sake of having just a 
little better background for displaying merchandise in 
their show windows? 

There are a lot of up-to-date hardware stores whose 
owners have increased their sales by better displays of 
merchandise. These stores are giving better service to 
the public by displaying the better grades of mechanics’ 
tools, builders’ and cabinet hardware on display doors, 
with the stock in the rear of doors, and using the low 
center arrangement of show cases for cutlery and kin- 
dred lines, with tables for such merchandise as is pur- 
chased for use in and around the home. This arrange- 
ment permits the customer upon entering the store to 
see the whole interior, as there is nothing to obstruct 
the view. 

Why not help modern store arrangement bring people 
into the store by constructing the show window backs 
so that the interior of store can be seen from the out- 
side? 

With this arrangement window displays should be 
built up through the use of pedestals and glass or wood 
shelves. Such displays will show the merchandise to a 
better advantage, and at the same time will give the 
window shopper and others passing the store a view of 
the merchandise on display inside the store. 


A Display of “Whims” 

The manager of a large southern hardware store di- 
vides into two classes the merchandise which is dis- 
played on open top tables. In one of these groups he 
places all novelty items and similar articles, and in 
the other he includes the more staple demand articles. 
One group he designates as “Whim Goods”; the other 
as “Essential Goods.” 

The whim goods are displayed at the front of the 
store where they are sure to be seen by all who come 
in. The essential goods are placed on the rear tables, 
as it is presumed that the customer will either ask for 
such items, or look over the tables until he finds them. 

This system has materially increased the sales of 
“whim” merchandise without apparently affecting the 
sales of the more staple goods. 
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The Ne ew ‘CHAMPION’ 
for PROFITS 


Double Tread Wheels 


This skate has looks, pres. 
tige and durability be- 
yond comparison — sup- 
ported toe plate — double 
tread wheels with double 
row ball bearings—double 
channel extension bar— 
heel plate and back in 
one piece—Value! 






SKATES 


KINGSTON PRODUCTS CORP, KOKOMO, IND 


. REDSKIN A .. the Popular- 


Priced Fast Seller . . . 


This super-value skate is a 
popular-seller because it lasts 
—the wheels are replaceable— 
and run on smooth ball bear- 
ings — the red 
strap makes a 
hit! 





The Champion Rubber-Tired Skate — will out- 
wear any other skate at or near its price 


DISPLAYS 
New York—200 Fifth Avenue, Room 
521, Fifth Avenue Building. 
Los Angeles—G. E. Dalton Company, San Francisco—G. E. Dalton Com- 





747 Warehouse Street. pany, 49 Fourth Street. 


skuaan TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality forits particular use. 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 
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THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchousee—New York, Chicago, Philadelphia. 
Western Factory—Dayton, Ohio. 











BIG SELLER 


In Tire Chain Season 


Opens and closes 
chain links with 
little effort. 





“Necessity’’ Tire Chain Repair Tool 


Makes a tire chain repair in a few seconds any time, any- 
where, without removing chain or deflating tire. Indis- 
pensable to the tool kit. Guaranteed for a year. ASK 
YOUR JOBBER. 


M. W. ROBINSON CO., 28 Warren St., N. Y. C. 





BULL@ FROG 
WHEELBARROWS 


For home and general use the home barrow No. 
301, illustrated below, is especially recommended 
because of its light weight and easy-running quali- 
ties, strength of construction and compact design. 
Write for the catalog that describes it as well as 
the complete Bull Frog line of barrows, carts and 





scrapers, 
The Toledo Branch Office 
Wheelbarrow 
Company and Warehouse 
520 W. Erie St. 
bony Chicago 





For information regarding Bull Frog products 
consult your wholesaler 





BASCOD 
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Tools and Cutlery 


Write for our new catalog No. 7 which 
illustrates and describes the complete 
line of Dasco Tools and Cutlery 


Quality products that return good 
profits through liberal margins and 
quick sales. 


DAMASCUS STEEL PRODUCTS CORP. 
ROCKFORD, ILLINOIS, U. S. A. 
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It’s There to Stay or Take Away— 
at a moment’s notice 
Installed with window closed. Sash may be raised or lowered with- 
out removing Ventilator. 
NO—Draft, Dampness, Discomfort or Danger to Health. 
PERFECT VENTILATION—Without Any of the Usual Window 
Ventilator Drawbacks. 
Are You Getting Your Share of This Profitable Business? 
Folder on request. 


LAUB PRODUCTS Ashland, Pa. 











— 
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CLASSIFIED OPPORTUNITIES 





POSITIONS WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 





SALESMAN. I am seeking a road position with some good manu- 
facturing concern where my wide acquaintance and successful experi- 
ence, covering a period of over thirty years calling on the hardware 
jobbing frade, will be of value. I speak, read and write the Spanish 
language and would not object to traveling in Latin America. Address 
Geo. W. Jeffords, 1017 East Douglas Ave., Wichita, Kansas. 





SALES EXECUTIVE with a long time service with a well known Hard- 
ware manufacturer is seeking a new connection. Reasons for making change 
can be satisfactorily explained. He has very good acquaintance with the 
Hardware Jobbing Trade. Will go anywhere at any time for an interview. 
Address Box J-28, care of Harpware Ace, New York City. 





SALESMAN, 8 years experience selling Hardware, Electrical Radio 
Jobbers and large dealers in Iowa, Nebraska, Missouri, Kansas and Okla- 
homa, seeks connection with well known manufacturer. Salary basis. First 
class references. Headquarters Kansas City, Mo. Address Box J-29, care 
of Harpware AcE, New York City. 





HARDWARE SALESMAN desires to make connection with manufac- 
turer or jobber for New York and Metropolitan District or New En- 
gland. Experienced in shelf—heavy—auto accessory and mill supply lines. 
Highest references. Address Box J-41, care of Harpware AGE, New 
York City. 


WHOLESALE HARDWARE MAN with 18 years’ experience calling on 
the hardware trade throughout New York State desires a connection with 
Jobber or Manufacturer. Age 45. Sest references furnished. Will be 
available after Dec. 15. Propositions considered only from first class firms. 
Address Box J-44, care of HarpwareE Acre, New York City. 

HARDWARE MAN, aged 35, married, sixteen years’ experience in 
hardware trade. Familiar with all angles of the trade, desires connec- 
tion as metropolitan representative of jobber or manufacturer. Has large 
following and can furnish best of references. Address Box J-45, care 
of Harpware Ace, New York City. 











BUILDERS HARDWARE MAN-—At liberty January Ist. Age 36. 
Married. Twenty-one years’ experience with Dealer, Jobber and Manu- 
facturer. Prefer South but will consider other sections. Address Box 
J-32, care of Harpware Ace, New York 








CAPABLE KEEN SALESWOMAN—Thirty years of age—alert—con- 
scientious—pleasing personality—-Experienced in general housefurnishing 
line. Prefers to be located in or near New York. Address Box J-38, 
Care of Harpware Acre, New York City. 








HELP WANTED 
Special Rate, One Cent a Werd; Minimum Fifty Words 


SALESMEN W ANTED to handle a reputable line of sash paary and 
manila rope. Must be willing to thoroughly cover all hardware and house- 
furnishing retail merchants only, in all parts of territory given. Not a 
side line proposition. Our man must be a producer. Commission paid 
weekly. Knowledge of line desired but not necessary. Information desired 
as to references and experience. Go into detail as to exact territory 
covered. Want one salesman for each of the following 11 territories: 
Northern New England, Southern New England, Wisconsin, Michigan, 
Illinois, Indiana, Ohio, Maryland and Delaware, Virginia and Kentucky, 
as A Fearne, New York. Address Box J-26, care of Harpware AcE, New 
or ity. 


BUILDERS’ HARDWARE SALESMAN. Company doing ne ere eid 
ness in Builders’ Hardware wants salesman, age 25 to 35 to work from 
home office. Must be able to sell architects and contractors himself, also 
stimulate agents and dealers to sell. Live in town eighteen thousand. 
Travel sixty per cent of time. Salary, expenses and honvs. Man properly 
qualified can become sales manager. Man now successfully emploved pre- 
ferred. Adress Box J-46, care of Harpware Ace, New York City. 











BUSINESS OPPORTUNITIES 


Set Solid, Minimum of Five Lines.............+.++:5 hndhaen es $3.00 
Re, GORE: TN a. n'9 65.0 5.2005008 50% PES TT te ee ee 5.00 
Four Consecutive Insertions, 10 Per Cent Discount 








AN OPPORTUNITY to purchase one-third interest in a nationally 
known tool manufacturing company. Full investigation is solicited. Ad- 
dress Box J-40, care of HArpwarE AGE, New York City. 





SALES ACCOUNTS WANTED 


Set Solid, Minimum of Five Limes........ccceccececccesesees $3.00 
1-Inch Box Display...... Cc ecceesesevcoccceccccescooceetes 5.00 
Four Consecutive Insertions, 10 Per Cent Discount 








COMMISSION LINE WANTED 


Experienced salesman wants a quality line or item for Illinois retail 
hardware trade on commission. Have sold this trade for 14 years 
and have verys»close acquaintance with ever 1500 dealers in towns 
large and small. I cover entire state thoroughly in car except Cook 
County. Must be a dependable quality product that repeats and 
will build into volume. Box 235, Peoria, Illinois. 


























Manufacturers’ Agent 


Representing some of the leading manufacturers of Hardware, Tools 
and Cutlery is in a position to add another good line January Ist 
for Chicago and middle west territory. Long established acquaintance 
with leading jobbers and others in above lines. Conducts permanent 
office and display rooms in Chicago. Address Box 7412-A, care of 
HARDWARE AGE, Chicago, Illinois. 

















MANUFACTURER’S REP RE SENTATIV E can do justice to another 
line (if sold in a Hardware Store), covering Mo., Kansas, Col., Neb., 
Okla., Texas. Calling on Jobbers, Builders’ Hardware Concerns, Architects, 
Engineers. Address Box ssi care of HarpwarE AGE, New York City. 





CAPABLE SAL ESMAN, 35 years old, now selling to Hardware and 
Electrical Jobbers, Contractors, ete. in N. Y. City territory, desires to 
represent Manufacturer as N. Y. Sales Agent, ori Commission basis. Can 
carry N. Y. Stock. Address Box J-42, «care of Harpware AGE, New 
York City. 











SALES REPRESENTATIVES WANTED 


Set Solid, Minimum of Five Lines...... Ceeceseccoeccsece ee-- $3.00 
idinch Box Display... cccccccsccccccece TET TY Lee 5.00 
Four Consecutive Insertions, 10 Per Cent Discount 











Experienced Sales Representatives: 


To sell an established builders’ line, directly from factory 
to retail hardware trade, no other need apply. Commis- 
sion basis. Give reference and state lines carried. Address 
Box J-43, care of Hardware Age, New York City. 








ont 











SALESMAN, calling on wholesale hardware trade only, need apply. 
The item is the only Patented Screen and Window Hanger on the mar- 
ket. Essex County institutions have adopted it for all county buildings. 
It sells itself. Territory going fast. Address the NOSLIP COMPANY, 
Inc., Bloomfield, N. J. 





SALESMAN WANTED—Manufacturer of builders’ hardware would 
like to secure services of competent salesman covering territory of New 
England and New York State. Write giving full information as to ex- 
perience, and references. Address Box J-33, care of HarpwaReE AGE, New 


York City. 





WANTED COMMISSION SALESMAN to cover New York State ex- 
clusive of the Metropolitan district, selling well known line of cutlery and 
hardware. Address Box J-31, care of HarpwarRE AGE, New York City. 





WANTED COMMISSION MEN to sell well known line of hardware 
and cutlery in Missouri, Kansas, Ohio, Nebraska, Kentucky, Iowa. Ad- 
dress Box J-37, care of HARDWARE Ace, New York City. 





HUBBARD & COMPANY _. 





Hubbard SOCKET SHANK Shovels 


Can’t break out at weld—because there is no weld to break. Blade and socket 
are in one piece of special analysis steel, heat treated from end to end. 


MONTPELIER _. 


INDIANA 

















Se 


TORT 


52 ETS 








BON 


é 
: 
be 
e 














HARDWARE AGE for DECEMBER II, 1930 


89 











INDEX TO ADVERTISERS 











THS ADVERTISERS INDEX 


is published as a convenience and not as @ part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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te, Sa Tg OR, TRC) 65.5 2 0'ewes's 
PS A ee eee 
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Almo Trading & Imp. Co........ 
American Chain Co. .........02.- 
American Fork & Hoe Co........ 
American Gas Machine Co....... 
American National Co. ......... 
American Bing Od... 66 .0ccccore 
American Saw & Mfg. Co........ 
wereeen =Berew: Oe. .i664 2 cc cs0% 
American Sheet & Tin Plate Co.. 
American Stainless Steel Co..... 
American Steel & Wire Co....... 
American Swiss File & Tool Co.. 
American Telephone & Telegraph 

0 Tee Ce eS CLE ee eee 
Anker-Holth Mfg. Co., Inc....... 
Anti-Borax Compound Co........ 
a A: Se eerie 
Armstrong Bros. Tool Co........ 
Armatroese MIB. CO. oo soe vcececs 
NE ER OL, eA as as, 8 8 eo a 8 00 
SE MOMs pees bess enes 


Bancock Oo., The W. Waescacoss 
ee re 
Pemee, 4200,, DONG, oc i cove ices 
Ballonoff Metal Products Co..... 
Barlow & Seelig Mfg. Co........ 
Barney & Berry, Inc............- 
Bartlett Mfg. 
Barton Corp. 
a. SERA Sere aren Fir 
Beall Bros. 

Bemis & Call 
Bernz Co., Inc., Otto........ ioe 
pe eee 
Birtman BPlectric Co............ 
Bissell Carpet Sweeper Co....... 
ge Ro” RR ae eae 
MRENOOTD POUCW 00,6 66cc6 0 cc case 
Bommer Spring Hinge .......... 
RS OE i, Caer ic 
Boston Varnish Co.............. 


Boston Woven Hose & Rubber Co. - 


SS RRA ere 
fo ee Oe a 
PD aR eee 
Brammer Washing Mach. Co..... 
Bridgeport Chain & Mfg. Co..... 
Bridgeport Hardware _ | wr 
Bridgeport Screw Co. PON Ray 
Brinkman Engineering. ‘ag ae 
Brown & Sharpe Mfg. Co........ 
IM RSs oar 
CS eee eee 
Buffalo Wire Works Co., Ine..... 
Bunker-Clancey Mfg. Co......... 
Burgess Battery Co...........%8- 
Burley & Winter Pottery Co..... 
Burnley Battery & Mfg. Co...... 
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California Fruit Growers Exchange - 


Campbell Machine Co........... 
Cormorundam Co. .....cccsesccs 
oo Os eee 
OR Oe 
ERNE UD, 2500.6 6-0 :0:8:0 16 0 sie 
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Chicago Roller Skate Co......... 
Chicago Spring Hinge Co........ 
Ciatz Bros Bolt Co........cs00 
ee Eo a > ee es 
Common BOG... INC. ..0sccceceses 


Cleveland Wire Spring Co....... 
Se VEE BMG os 455 wane ate sca ne 
Coldwell Lawn Mower Co........ 
Coleman Lamp & Stove Co...... 
Columbian Rope Co............. 
IR, SIDED aoa oes o-00 50a os 
Congoleum-Nairn, Inc. .......... 
Continental Sereen Co........... 
Continental Steel Corp.......... 
Cope Comeeny, Bi. ©... cs cede 
Cooper Thermometer Co.......... 
BME A eS Yee ee 
Corbin Cabinet Lock Co......... 
Corbin Screw Corp.............. 
ee EE SA eee 
COONS “ROGER. ib ccc asses 
Cribben & Sexton Co........... 
Crown Cork & Seal Co.......... 
ee i ee 


oe ee ee 
Damascus Steel Products Co..... 
Dazey Churn & Mfg. Co......... 
SE Se a eee 
De Laval Separator Co.......... 
Delta Electric Co............... 
Deming Co. ..... sea mdn a GR bia. Soa 
CS ne eee 
Detroit Metal Specialty Co. ..... 
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— | Diamond Calk Horseshoe Co..... = Rich Pump & Ladder Co......... 
me RS. eee 5 L Richards-Wilcox Mfg. Co........ 
79 + nag & =. ag Oo a ‘+++ —~ | Lamson & Sessions Co.........- 84 eg —_ = aring Skate Co. 
90 | Don “a Sane a ain aaa 90 Landers, Frary & Clark......... <- | Robertson, Arthur R. 
91 aera ea eerer rere eauce® © 9 #6. 4°s7010°6 : Laub Product® .....c0.see.seees 87 the aria 
‘ Duluth Show Case Co........... —=| Yadaon) OOF cose ccs. cece. e. —_ | Robinson, Edward 
* ee ee Ss Seer -- Leipzig amo weie ke bates Robinson, M. W. ... 
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ON OE 6 SRO ree t s BME. Saag pelome$iak x eel 
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Edison Lamp Works............ — | McCarthy Mfg. Co. ........-..-- Russell & Erwin..............- 
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ee ONO MOGs dina toe ee casas — | Madison Hotel, The............ . Ss 
- i eS ee ea 81 Malleable Iron Fittings Co...... 
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18 | Electric Soldering Iron Co....... 82 ] Marshalltown Trowel Co......... — | Sallee B ros. anak canst lace ack 
Ge P eemere TOGO OS. oo .escceccleace - eT al a ree — | Samson Cordage ‘Works.......... 
~ Estwing Mfg. Co.............+. — | Martin Varnish Co. ............ eee, Se ere 
26 | Evansville Tool Works.......... - Marvel Rack Mfg. Co., Inc...... S Arms Corp.....+.++- + 
Bae pevoweeey (OO., TO oii ccisvccs —— | Maydole Hammer Co., David.... 78 MR Oy ccS cares see nas 
Eversharp Shear Co............. — | Meadows Mfg. Co..... Se hrade op Seer er 
Meisselbach Mfg. Co., A. F...... Segal Lock & Hardware Co...... 
F I CE ae a5 boa e s04.0 20 - Seth Sales Corp.............-.- 
—_ Milwaukee Brush Mfg. Co....... — | Shapleigh Hardware Co.......... 
- F. & N. Lawn Mower Co........ - Milwaukee Stamping Co......... Shetlield Bronze Powder & Sten 
ee ik ek, a ee - Monarch Mfg. Co., The......... — We RN Pear ale end we S'a.6 ei Malas 
— | Farrand, Inc., Hiram A......... 90 | Montague Rod & Reel Co........ - Shelby Spring Hinge Co 
—- | Fate-Root-Heath Co. ........... si Moore Push-Pin Co. ............ - | Sherman Mfg. Co., H. B 
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Federal Enameling & Stamping Murphy Sons Co., Robert....... BP ORO Cis eisai Cec bemee’s 
a ONT tare ee ee ee ee See Murphy Varnish Co. , Lee Simmons Hardware Co.......... 
yt OY ORS See es aie eee - Myers & Brother Co., F. E..... 22 | Simonds Saw & Steel Co........ 
po: ae, Se ee — N Simonds Worden-White Co....... 
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a Freydberg Bros. ..........--..- - pe — pl "& “Stamping | Solderall Corp. ..............-. 
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General Wheelbarrow Co......... National Mfg. Co.............+- 16 Rta “Peet, ht a a at ei 
__ | Getz Power Washer Co.......... National Show Card Writer..... = Siarect I 's. ASPET TD 
Geuder, Paeschke & Frey Co..... — | National Sign Stencil Co........ 7 steve E AMMNEIOOL Guo. .cccccc ke 
é 7 4 ‘ Stevens Arnis C6.;. Fic. ccccccs as 
7 Gilbert & Bennett Mfg. Co...... — | Neely Nut & Bolt Co........... Stewart Iron Works 
__ | Gillette Safety Razor Co. ....... : Nestor Johnson Mfg. eee Strong Mfe. Co hhite Aa Ftp 
i Globe American Corp. .......... — | New Haven —. Bae ae ieee a : Superior Electric Products” Corp. 
J Gold Medal Folding Furniture Co. - New Jersey Zinc Co........-..-- . Swan Co., James ; ; 
_. | Good Housekeeping ............ - DOW SOG eM OO io ie nes ccecee _ alive nis cae ‘ a ek  aschuia eacde ca 
GOORON-FRAtt CO. cicccccccecses s4| N.Y. State Retail Hardware Seer Me Pe eee ae 
A i a, ee eemome eae bs Association, Inc. ..........+. —_ 1, 
__ | Greenfield Tap & Die Corp....... N York Wire Cloth Co........ = 
5h ROR: ROE (SOD GS <:4.4'0 9505 9¢erenie 6 - Nicholson File Co..........+-+- = Thermwold Products Co......... 
: Griffin Mfg. Co.............. 79 | Nilco Lamp Works, Ine........- — | Thompson & Son Co., Henry G.. 
17 Noma Electric ¢ Se ee 21] ‘Tilley Ladder Co., John S....... 
8° H North Wayne Tool Co........... 81 Toledo Metal Wheel Co 
a Northwestern Barb Wire (o..... Toledo Pressed Steel Co......... 
RUROINI, Oa, ca hrs seaca. 8.4 0:4:0.0.0.4-4-5 - PORWR TOE (OR ia irct ccc cece st Toledo Wheelbarrow Co. ......... 
: Hanlon & Goodman Co.......... - Norwich Wire Works ........... ‘Tremont Nail Co....... Stade nets 
Hanover Wire Cloth Co.......... 71 Oo Trimomt MOR. Ces csocecccdcccce 
e Harrington-Ric hardson Arms Co,. 20 Wrow & Holdem ...cccccccccces 
Heiss Hotel System ............ Old Colony Distributing Co...... - Tubular Rivet & Stud Co........ 
Heller & Co., W. Oliver Iron & Steel Corp........ ‘ Tucker Duck & Rubber Co....... 
Henckels, Inc., J. errr - Turner Brass Works............ 
Hercules Powder Co.. : - | Ontario Knife Co. ... 2... 0% 00% *- Turner & Seymour Mfg. Co...... 
oa Hibbard, Spencer, c fh van eCPM BES MOND sok ae oo acaa'e.e 65 | Twin City Iron & Wire Co....... 
a se A ae brass SO | Outing Mie: Osc ...6cs00s00s0% 18 
oe “« oO ° l 
Hoppe, Ine., 20 P 
— | Horton Mfg. a 4 — - Union Fork & Hoe Co.......... 
z Hubbard & 83 | Pacific Lubrication Engineering Union Hardware Co............ 
- Hurd, E. P , C0. te ecececsercrecesccsece > Union Steel Produets Co........ 
— | Hurley Machine Co............. Page Steel & Wire Co..........- United FINS COs... sicccccc cane 
8° | Hutchison Mfg. Co. ............ — | Paine Co. ..... see eee sees. vee United Serew & Bolt Co........ 
- POUODE “NOVOIG G0. 6.0)6 505 wc ccsies U. S. Cartridge Co...........- 
2 I Peck, Stow & Wilcox Co........ 3] U. S. Stamping Co.....2..0020: 
. | oN er i meyer ey Cae 
— | Imperial Bit & Snap Co......... ines | POOCHIONS TiMmaca OO... ccc - Vv 
— | Independent Lock Co............ OS | Petoume BAB, COs... ccc ccc cece - 
67 | Indiana Steel & Wire Co........ 7 | Pennsylvania and Atlantic Sea- Vaughan Novelty Co...... 
Ingersoll Steel & Dise Co....... . board Hardware’ Association, Wrenn TUG) CO. 65 s:acasecceae 
— | Ingersoll Waterbury Watch Co., BUNA GE Yagi Gia a cia.wiess.<.6.486-<.0 WOU COs. Sa cicsciece ces ors 
R4 ee ee ee Se os — | Pennsylvania Lawn Mower Wks.. 
20 | International Harvester (Co. of Perfection Stove Co., Inc........ Ww 
- MN yes: < laa ya 0le a caie aces — | Peters Cartridge Co........... ; , d 
92] Irwin Auger Bit Co. ........... - Pharis Tire & a Co........ 0 | Wagner Electric Corp.......... 
a RR i Ae. AO era poe Wall, P., Mfg. & Supply O6..:; 
‘ Iwan Bros. b FR Re EE 3 : Philadelphia Tawc Mower (o., WEGIWORGN EO, 50 ec cc ncewussinsss 
PE ee PERE og ci bikin dese we aie-eie Warren Mfg. Co., J. D.......-. 
73 J Pittsburgh Plate Glass Co....... Washburn, E. G., & Co......... 
- Pittsburgh Plate Glass Co. (Paint Western Cartridge Co........... 
87 | Jennings Mfg. Co., Russell...... i RTS SS ee ee - Westinghouse Electric & Mfg. Co 
25 | Johnson & Johnson............. - Pittsburgh Steel Co............. Whiting-Adams Co. ......+..+-. 
15 | Johnson Arms & Cyele Works, Plumb, Inc., Fayette R.......... — | Wickwire Brothers ............ 
é SN. axe ord ue OG Cas oes dts 20] Plymouth Rubber Co............ - Wickwire Spencer Steel Corp.. 
_ Popular Science Monthly........ oe ge OW heck cutive: 
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_ : ; Prentiss Vise Co. .............- , Winchester Repeating Arms Co... 
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Thats the Rule 7 want 
The, FARRAND RAPID RULE 


Patented in U. S. Nos. 1,402,589 and 1,730,199 
The Original Rigid-Flexible-Concave Rule 
Distributed Through Wholesalers 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 








Hot or 
Cold 


ALMO Fibre Ware 
is NON-CONDUC. 
TIVE — keeps the 
temperature’ of 
liquids hot or cold 
longer than wood or 
metal vessels. 





Fibre Keelers 
Round or Oval 


‘Genuine 





is made of real WOOD- 
PULP. Each tiny pore 
is sealed by infusion with 
a special solution making 
this ware absolutely 
liquid tight and easy to 
clean. 


Our line includes 20 pop- 
ular items. 


Write for catalog 





Almo Trading & Importing 
Co., Ine. 


Fibre Pails 61 East 11th St. New York 


Mahogany Finish 














To Save 


Furniture 
Floors 
Rugs 





To Create 
Quiet 
INSIST ON GENUINE 


DOMES of SILENCE 


Sizes to fit on all furniture. 

Cost dealer $9 per gross sets, sell for $14.40 
If your Jobber cannot supply you— 
Write us direct. 

We also make all grades of Sliding Casters, Pin 


Slides, Felt Slides, Radio Felt Feet, 
Insulated Slides, etc. 





DOMES of SILENCE, INC. 


35 Pearl Street New York City 








The netting 
with the Roos- 
ter label—Supe- 
rior Brand—is 
always a qual- 
ity product, 
Straight selvage. 
Evenly woven 
mesh. Bright 
heavy galvaniz- 
ing. 

Superior Brand 
costs no more. 


At your jobber 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 
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6 Popular 
Assortments 


One of these assortments will 
fill the needs of your locality. 


Assortment No. 1 
(7 reels) 
175 ft. No. 2/0 TensoSRP* 
125 ft. No. 3/0 Lock Link SRP 
200ft. No. 3 TensoSRP 
75 ft. No. 2/0 Machine BRT 

100 ft. No. 80 Sash Chain SRP 
200 ft. No. 0 Brass Safety 
200 ft. No. 16 Double Jack SRP 


Assortment No. 2 
(6 reels) 
175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
75 ft. No. 2/0 Machine BRT 
75 ft. No. 2/0 Elwel Coil BRT 
250 ft. No. 80 Sash SRP 
250 ft. No. 100 Sash Coppered 


Assortment No. 3 
(5 reels) 
175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
150 ft. No. 2/0 Passing Link BR® 
75 ft. No. 2/0 Machine BRT 
250 ft. No. 80 Sash Coppered 


Assortment No. 4 
(4 reels) 
175 ft. No. 2/0 TensoSRP 
150 ft. No. 6 Pump Hot Galv. 
150 ft. No. 2/0 Elwel Well SRP 
500 ft. No. 100 Sash Coppered 


en, ¥ ~> \ 


Assortment No. 5 
(4 reels) 
175 ft. No. 2/0 TensoSRP 
125 ft. No. 3/0 Lock Link SRP 
250 ft. No. 1 TensoSRP 
350 ft. No. 4 TensoSRP 


Assortment No. 6 
(4 reels) 
525 ft. (3 reels) No. 2/0 Tenso 
RP 





250 ft. (1 reel) No. 1 TensoSRP 
*SRP is cold galvanized 


/ 








/ 


ee ee ee 

Made by the World’s Largest Manufacturers of Welded and Weldless 
Chains for All Purposes 

AMERICAN CHAIN COMPANY, Inc.. BRIDGEPORT, CONN. 











Screen Doors—Window Screens 


SAVE MONEY 


Use Distribution Cars! 


AcressIvE Hardware Dealers should readily see 
the advantage of placing their orders for CONTINENTAL 
Screen Goods with Jobbers now for shipment in Conti- 
nental Distribution Cars. 


Distribution Cars will commence moving February 15th, in order to 
get Screen Goods to all Hardware Dealers in plenty of time for the 


Screen Season. 


We ask that you send your specifications promptly for Screen 
Doors and Window Screens, so that we may know just what goods 
to manufacture—and thus, by co-operation, give you good service. 


Buy Continental Screens 
From Your Jobber Now! 


SCREEN DOORS—WINDOW SCREENS 


Fresh Air Window Ventilators—Combination Screen and Storm Doors 
Knocked Down Window Screen Frames. 


Continental Screen Company, Detroit, Mich. 


NO. 375 














